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CONTRACT DIRECT WITH THE | KNQWS WHAT COUNTS 


An old organization with a new plan now wants an Oliver E. Yale of Portland, Oregon, has for 
agent in every city of over 10,000 population. Offers several years been making a notable record as a 
for the first time an exclusive agency in the following personal producer. For some time he has 
cities: thought of building an agency of his own. 


Minos Wisconsin Missouri Michigan Pennsylvania Mr. Yale, in contemplating his future as head 


DD 





Aurora Mi i Al eae 7 
— Hace Bt Low Fiat ” Chater of an agency, had made an extensive investiga=— 
? ran ids ie H 1es— 
Eeat 8t. Louis i Nebraska Jackson P Harrisburg tion ¥ of companies and HE PICKED THE 
A ‘ Omaha Kalamasoo _—_—Philadelphia LINCOLN LIFE. 
ansas 


ansa Lansing cane, 
Indiana Toveke } oh uaalaaaaaas lama ‘The earnest Lincoln Life Home Office service 
— Manchester which backs its agencies to the limit was the 


N 
Lonel — deciding factor,’’ says Yale who becomes Oregon 
State Manager for the Lincoln Life. 


bie — . pa ° . has eT te Prep Having been a successful field man, Yale 

dent peng a4 Ser eT eee ee eee eee wee knows that nothing counts for quite as much in 

— agency building as thorough and prompt Home 
Premium Rates—The Lowest Office service. 

Policy Forms—None Superior 


> 
Write the Home Office for particulars (LINK uP (wis _— LINCOLN) 


INTER-STATE The Lincoln National Life Insurance Co. 
BUSINESS MEN’S ACCIDENT ASSO. ni aden dana 


Brown Hotel Building incoin Life Buildi FORT WAYNE, INDIANA 
DES MOINES, IOWA | Lincele Life Dutiding 


-NEST W. BROWN, Sec’y-Treas. 
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Now More Than $225,000,000 in Force 
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THE PROSPEROUS 
| AGENT = 
WI wt I AN ALEX 


Life’s Three Great Hazards: 


Destitute Old Age 
Loss of Earning Ability "aceasta 
Death ‘ Beneficial blir’ conta 


plating Entering the Life Ine 
surance Business, as well as for 
Those Already In It. ‘ 


The Ideal Provision: } sebint | 
THE CENTRAL LIFE of Iowa “ENDOWMENT at Red Cloth Cardboard | 
AGE 65” with Total Disability Clause 25 copies >. gees 7 a 


and Double Indemnity: 50 reseeeeeees 62.50 425 
100 ‘‘ 120.00 80.00 
200 ‘ 225.00 150.00 | 


$10, OO0in Cash at age 60, ora oe SO. Casio ee 350.00, 


monthly pen- ’ 
sion of $55.80 until death (20 years cer- 


tain ) meat by surplus earnings. THE ART OF SELLING 


$150 Monthlv i:nahils of a A Practical Handbook by 
s disability, walv- 

er of further premium payments, with no JOHN S. TUNMORE 

deduction from the face of the policy. ) For the Use of tual 

Annual divide pe continue. Loans may be Other Salesmen 


protected by “Loan Insurance.’ ; Warns of Pitfalls: Stimulates 
Inspires. 


$10, O00 to Beneficiary ‘ PRICES, SILK CLOTH _ 


Single Aga 
in case of natural death before age 65. , 25 S copies. . 


$20,000 to Beneficiary | Cc : 


in case of accidental death. It is seldom that life insurance 
| men are privileged to secure new) 
helpful books from two such welk 
qualified authors. One of them, 
Mr. Alexander, is a company exec 
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Out of ten young men, only one is even partially self-support- 
ing at age 65. The other nine are either dead or dependent 
ee A nee es itive in charge of the lau 
[econo ith hen Cinieah es ta a a ie | and instruction of agents, and 1 1 
—— = 1e Central - e. Its ce ‘_ : ‘ saa polic wy close daily touch with agents; li 
adapt themselves to every insurance need. || rite tor copy o 10} knows their needs and their ex. 
SPECT, ITICINE CC C YN q periences. The other, Mr. Tune 
SPECIAL BUSINESS PROPOSITION | | Petiencss. The other, Sam 
(D) ee as well as a successful director 

Prepared for CENTRAL LIFE Agents by the Central Life f agents—one who can not only se 


Service Department, a canvassing document of unusual force. rN insurance himself, but tell othet 
how to do it. 4 


Both of these books are p' > 
lished by 5 











Central Life Assurance Society 


Des Moines, Lowa 
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USING LIFE PREMIUM MONEY MOST EFFECTIVELY 


Davip ParKs FACKLER 


Lw-President Actuarial Society of America 


HOUGH nearly all men carry entirely too 
little life insurance, many of them have in 
one way more than they need. This may 

seem paradoxical, but is nevertheless true, 

for the level insurance that is scanty for a 

man of 40, is probably more than his family 

will need when he is 70. The deficiency 

in the present insurance of many people is 
partly due to their spending too much of their money in pro- 
viding for future insurance, as a little consideration will show. 

A life contract should suit not only the present, but also the 

probable future, and should provide indemnity graded accord- 

‘ing to the relative value of the breadwinner’s life to his family 

at successive periods so far as can be estimated. 

While a man is under 60 his family will be more dependent 
on him than it is likely to be after that age, for then his children 
will generally be independent and able to care for their mother, 
if still living; so it is clear a man’s insurance should be much 
larger under the age of 6o than afterwards. 
forty per cent of the premium on very many policies is paid, 


rom twenty to 


Mot for present insurance, but for an unnecessary amount of 
future insurance during old age. This will be seen from the 
ollowing table, showing the net twenty year annual premiums 
Pm the American 314 per cent basis for $10,000. The first 
column gives the rates for full insurance during old age, the 
Second column the rates on the Economic Plan, by which the 


pMsurance is reduced 5 per cent at age 61 and annually after that, 
Mp to age 75, after which it continues for one-fourth the origi- 
Mal amount : 


ull During Old 
61, Thereafter Reduced, 


on Economic Plan 
Amount of Insurance 
Corresponding to the 
Higher Premium 


Age on Usual Plan 
on Economic Plan 


For $10,000 Insur- 
ance Prior to Age 


For $10,00 Insur- 
ance Continuing in 
Higher Premium 


} 
Excess of the 


4 


$12,046.51 
12,406.39 
12,816.39 
13,300.97 
13,863.84 
14,570.00 
15,497.34 

This table shows that a man of 35 can get one-third more 
insurance on the Economic Plan than in the usual way, that is, 
he can have $40,000 at the same cost as $30,000 ordinarily. 
True, the insurance will begin to reduce at age 61, 26 years 
hence, but it will be above $30,000 for 31 years and while the 
family are most likely to-need all the insurance they can have. 
Is it not better for the children to have the additional $10,000 
insurance while they are young than to have the full $30,000 
if he lives to old age, when they will be independent of him, 


$35.20 
43-70 
54.30 
68.00 
85.70 
110.00 
144.80 


$172.00 
181.60 
192.80 
206.00 
221.80 
240.70 
CO Panne Mere on 2 263.40 


most probably? If a man insured on this plan concludes after 
some years that the reducing insurance will be objectionable, 
the Economic policy form allows him to change to a level in- 
surance plan, without medical examination, any time before 
attaining age 55. 

Intelligent, careful people appreciate the Economic Plan. and 
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they are the best risks. 


Some people object that, if they attain very old age under 
the Economic Plan, their heirs will receive only a small return 
for all the premiums paid. This is very unreasonable, for they 
don’t feel that way when their fire policies on homes or fac- 
tories expire without any return whatever—they know they have 
had the value of the premiums in fire insurance, and they should 
rejoice if they enjoy their life insurance so long. 
practices what he preaches, and does not regret that he has paid 


As more surplus generally comes from 
low mortality than from interest, it is better for a company 
to insure a man for $40,000 on the Economic Plan even though 
it collects no more premium than for $30,000 on another plan. 
Then, too, the tendency to lapse is less, for if a man has to 
surrender one of two policies, each requiring the same premium 
payment, but one giving $40,000 insurance while the other 
gives only $30,000, he will surely surrender the latter, as that 
will yield a larger surrender value and reduce his insurance 
less. This works in favor of the agent who placed the Economic 
policy, as he will continue to get his renewal commissions. 


The writer 
Pilon. 


much more in premiums than his heirs can ever receive, |; 
requires a superior class of agents to appreciate the Economic 
Plan and explain it to insurers; nevertheless many millions of 
insurance are now in force upon it. 

The best work of life insurance is done when it provides fo; 
the families of persons dying under the age of 50 or 60; when 
large policies mature at the death of old men, whose families 
were not dependent on them, the insurance is not a benefaction, 
but a superfluity, and is not appreciated. 

Companies refuse to issue a policy for an amount in excess 
of the present money value of a man’s life to his family; should 
they not refuse to issue a contract under which the insurance 
will become excessive when old age is attained? Elizur Wright 
the great pioneer writer on life insurance, wrote very forcibly 
on this subject. It is remarkable how much agents keep in the 
old rut of insuring their clients for level amounts during life, 
though much greater satisfaction could be given by larger 
insurance during the earlier and middle ages on the Economic 





FINE INSTRUCTIVE WORKS 


William Alexander’s Educational Series for 
Life Underwriters 

The fourth volume of William Alexander’s 
series for the enlightenment and guidance of 
life underwriters can now be obtained from 
The Spectator Company, and the fifth and last 
volume of the series will be published within 
the next twelve months. 

The first volume of this series, entitled “What 
Life Insurance Is and What It Does,” is the 
most important because it deals with funda- 
mental principles. These are truths which the 
agent will not gather in canvassing, but they 
are essential if he wishes to achieve conspicu- 
ous and permanent success. They are essential 
for two reasons: first, because his knowledge 
will enable him to think and act for his clients 
and protect them against the necessity of go- 
ing into the technicalities of life insurance; 
and, second, because it will give him such 
faith in the security and value of life insurance 
that his appeals will become convincing, and 
in most cases irresistible. 

The second volume of the series, “How to 
Sell Insurance,” tells the inexperienced agent 
how to canvass. 

The third volume, “The Frosperous Agent,” 
calls attention to the fact that the instrument 
with which the agent must do his work is his 
mind, and that this instrument must be used on 
very sensitive material, namely, the minds of 
other people. This being so, it is obvious that 
the agent should understand his own mind, and 
learn how to read the character of other men. 
And this book describes the characteristics of 
the agent, and how his mental equipment can 
be turned to the best advantage in facilitating 
the sale of life insurance. 

The fourth volume, “The Art of Insurance 
Salesmanship,” is a sequel to the second volume, 
“How to Sell Insurance.” It deals with the 


question of canvassing in a way which gives 
a great many valuable suggestions to men of 
experience as well as to beginners. 

The fifth volume 


will contain a series of 


canvassing plans contributed by field men, to- 
gether with the comments of the author. 

Each volume of this series is complete in it- 
self, but the underwriter who wishes to get the 
full benefit of Mr. Alexander’s expert advice 
will gain most by studying all five books in 
regular order. 


C. H. Patton Dead 

CLEVELAND, Onto, November 14.—Charles H. 
Fatton, up to a short time ago manager of the 
Cleveland branch of the Ohio Inspection 
Bureau, is dead from the effects of a nervous 
breakdown which began a year ago. Follow- 
ing the attack Mr. Patton went to Florida for 
the benefit of his health. He remained ten 
months and then returned to his duties. The 
strain was too great, however, and he suffered 
a relapse. A few weeks ago he resigned his 
position as manager of the branch and since 
then had been growing steadily worse. 


New England Underwriters Bureau to Meet 
November 17 

Boston, Mass., November 13.—The date for 
the annual meeting of the Underwriters Bureau 
of New England has been set for November 
17, in the assembly room of the exchange. In 
addition to regular business a proposed con- 
stitutional amendment relative to membership 
fees will be discussed. 


The Handy Guide to Premium Rates, Appli- 
cations and Policies 

“<“The Handy Guide’ came to hand, and we 

congratulate you on its publication, as we find 

it all that could be expected, with a mine of 

information for our purpose.”—Compania Co- 

lombiana de Segures, Bogota, South America. 


BrrMInruHAM, AtA., November 7.—<According to the 
quadrennial report of W. J. Williams, State fire 
marshal, made this week to Governor Thomas E. Kilby, 
577 persons were killed through fires in Alabama dur- 
ing the three years ending July 1 and 14,064 fires 
occurred in the State during the three years. The 
report of deaths and fire only th-ce years 
because records of such were not kept up to three 


covered 


years ago. 


RULES ON FOREIGN BROKERS 


Ohio Attorney General Says They Cannot 
Maintain Resident Representatives 


The attorney general of Ohio in an opinion 
rendered to Superintendent of Insurance B. W. 
Gearheart holds that, (1) a licensed foreign 
fire and marine insurance broker is without 
authority to maintain a resident representative 
in the State, and cannot send a representative 
here for the purpose of negotiating contracts 
of insurance in his behalf; and this limitation 
upon his authority cannot be evaded or cit- 
cumvented by him through the agency of a 
domestic corporation organized for the osten- 
sible purpose of conducting a legitimate insur- 
ance agency business, but which, in fact, was 
organized and is being managed and used by 
him and others over whom he exercises a con- 
trolling influence, for the ulterior purpose of 
negotiating contracts of insurance in his be- 
half. 

(2) A domestic corporation incorporated, 
controlled and used for such purpose should not 
be licensed as an insurance agent by the Super- 
intendent of Insurance. 

(3) A licensed foreign fire and marine inswr- 
ance broker is without authority to negotiate 
contracts of insurance in this State for an ut 
licensed foreign broker. 

(4) The Superintendent of Insurance woul 
be justified in revoking the license of a foreigt 
fire and marine insurance broker when it i 
made to appear that the broker is using his 
license for the purpose of negotiating contract 
of insurance in this State for an unlicensed 
broker. or when it is made to appear that the 
licensee is practicing a subterfuge for the pur 
pose of evading and circumventing the inswr- 
ance laws of the State. 


Industrial Conference at Buffalo 

The sixth annual industrial conference 0 

the State of New York will be held at th 

Lafayette hotel, Buffalo, N. Y., November ai 

22 and 23. The theme of the conference wil 
be “Elimination of Waste in Industry.” 
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N educational movement having for 
A its object the elimination or reduc- 
tion of that dreaded disease, cancer, has 
heen started by prominent medical men 
throighout the country, and is being fos- 
tered by the life insurance companies 
The 
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through their medical departments. 
yeriod November 12 to 20 has been desig- 
nated as “Cancer Week,” and efforts are 
being made to the attention of the public 
the vital facts about cancer, in order that 
every precaution may be taken for its 
avoidance or for early treatment. The 
John Hancock Mutual Life Insurance 
Company has gotten out a special supple- 
ment to its monthly paper, which deals 
with the subject of cancer and describes 
the means used for its cure or alleviation. 
The company has arranged with the Can- 
cer Commission of Harvard University 
to give its policyholders free examination 
and diagnosis in suspected cases of can- 
cer, in the hope that this service will lead 
to early discovery of cases, thus giving 
an opportunity for proper treatment be- 
fore it is too late. 


HE vastness of this country and the 
vagaries of the weather were em- 
phasized recently by conditions in certain 
Western districts. On one day the news- 
papers told of a tornado in Oklahoma 
which killed and injured many people and 
did much damage to property, and of a 
blizzard in Colorado which bore down 
telegraph and telephone wires with snow 
and sleet and threatened, if it did not 
cause, loss of life. A few days earlier, 








it was reported as being unseasonably hot 
in Chicago, while Wyoming was blanketed 
by a heavy snowfall. It seems as though 
the fire insurance companies protecting 
property owners against various weather 
risks ought to do a steadily increasing 
business in such lines, for there is surely 
a great element of uncertainty in the 


weather in this country. 

N interesting chart was recently pre- 
A pared by the Glens Falls Insurance 
Company, which graphically demonstrates 
the approximate concurrence of business 
failures with fire losses. It shows two 
lines, one illustrating the percentage of 
firms failing in business to the total num- 
ber in business, and the other showing the 
fire insurance loss ratio for the same 
years the chart covering a period of 
twelve years ending with 1921. The 
curves, while not exactly coinciding, run 





so nearly parallel that the conclusion is 
unavoidable that there is a connection 
between the proportion of business fail- 
ures and the loss ratio—in other words, 
that increasing failures lead to increasing 
fire losses. This chart is an ocular proof 
of the existence in the fire insurance busi- 
ness of moral hazard fluctuating accord- 
ing to the prosperity, or the lack of it, in 
general business. 





HE addition of over $40,000,000 to 

the fire loss of the United States and 
Canada, in the month of October, as 
compiled by the Journal of Commerce, 
brings the total for the first ten months 
of the current year up to $332,677,250, 
or within less than $1,000,000 of the loss 
for the whole year 1921, and over $1,000,- 
ooo more than for the whole year 1920. 
The October, 1922, loss was larger than 
in any preceding month of the last three 
years, only excepting September, 1922, 
and December, 1920, in each of which 
months the loss exceeded $41,000,000. It 
is manifest, therefore, that the waste for 
this year will approach $400,000,000, and 
points to the necessity for ever-increasing 
activity in the direction of fire prevention. 


N the death of Morgan G. Bulkeley, of 
Hartford, president of the A‘tna Life 
and its affiliated insurance companies, the 
nation has lost a statesman of a high 
order, who had well served the public, 
and the insurance business is deprived of 


5 





Editorial 











an executive of broad gauge and sound 
During President Bulkeley’s ad- 
ministration his companies have grown 


ideas. 


in size and usefulness, from year to year, 
and their great and increasing success is 
a lasting monument to the memory of 
one who 


executive. 


was for so long their chief 





gate H. RYAN, who has been 
identified with the editorial staff of 
THE SpEcTATOR for nearly two years 
past, has left this paper to take a posi- 
tion with another publishing house, as 
traveling salesman. During his connec- 
tion with this office Mr. Ryan made many 
friends, and he leaves with the best wishes 
of Ture Spectator staff. 





Farmers National Attains New Record 

The Farmers National Life now has $25,000,- 
ooo of life insurance in force. This is three 
times the average amount of insurance in force 
of companies of its age. The company has 
never issued even one special policy of any 
kind, nor has it bought out another company; 
every dollar of business on its books was writ- 
ten by its own organization. More than 85 per 
cent of its business is on the lives of farmers, 
and the very voluminous vital statistics gathered 
by the Census Bureau, and which cover the 
lives of more than 80,000,000 people, plainly 
show that farmers of insurable ages live on the 
average more than five years longer than town 
and city people. 


Tennessee Association Sets Convention 
Date 

Mempuis, TENN., November 14.—The Ten- 
nessee Association of Insurance Agents will 
hold its annual convention at the Hotel Gayoso, 
November 23-24, which will bring here many 
big insurance men of the country, including 
James L. Case of Norwich, Conn., president of 
the National Association of Insurance Agents; 
C. I. Hitchcock of Louisville, Ky.; Edson S. 
Lott of New York city, president of the United 
States Casualty Company, and others. Stanley 
Lackman of Chattanooga, Tenn., is president 
of the State organization, and Miss Julia Hind- 
man, Nashville, is secretary. 


Merchants Association Celebrates Twenty- 
fifth Anniversary 

The Merchants Association of New York will 
celebrate its twenty-fifth anniversary by a 
luncheon at the Hotel Astor on Friday, Novem- 
ber 17, and also by a big meeting at Madison 
Square Garden in the evening, at which Presi- 
dent Harding is expected to speak. 





Firemens of Newark Authorized Capital 

The authorized capital of the Firemens In- 
surance Company of Newark has been increased 
to $5,000,000. It is not anticipated that this 
$3,000,000 increase will be issued immediately. 
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Bye Baby Bunting 


HE mother used this little jingle to 

; soothe her child. It needed a dress 

and she assured the baby that Daddy 

was out hunting for it. There are many 

fathers in every generation who are hunting 

for something that will supply the clothes 
their babies’ need. 


To be sure, we do not know whether Mr. 
Bunting brought back the dress. Maybe the 
baby had to shiver along without it. May- 
be it came in good time. But we do know 
that Mr. Bunting should have made pro- 
vision for that dress before the baby needed 


it. He took some unpleasant chances. 


We are quite positive, too, that Mr. 
Bunting did not carry Endowment Life In- 
surance. Whatever he had earned before 
the dress episode, he had spent, so that when 
the time for clothes came he had to hunt 
before he could supply them. This is too 
short-sighted a way to manage things. Some 
people think it is the easy way, but they 
always find that they are mistaken. 


The Prudential 
Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














ILLINOIS STANDARD 
TABLES 





Valuable Set of Actuarial Volumes 
Recently Issued 





PRELIMINARY TERM DATA GIVEN 





Net Premiums, Terminal Reserves, Mean 
Reserves and Cost of Insurance Included 
The Illinois Standard Tables, a set of three 

actuarial volumes showing Net Premiums, 

Terminal Reserves, Mean Reserves and Cost of 

Insurance on the Modified Preliminary Term, 

Illinois Standard, American Experience Three 

and One-Half Per Cent Basis, has recently 

been published by The Spectator Company, 

The tables were computed by Fackler & 

Fackler, the firm of consulting actuaries, and 

embrace in the three volumes about 720 pages, 

In these volumes are tables for life and 
iimited payment life, eleven plans; endowments 
for stated periods, seven plans; limited-pay- 
ment endowments for periods, fifteen plans: 
endowments at stated ages, six plans, and lim. 
ited-payment endowments at ages, eighteen 
plans. 

The first volume of Illinois Standard Tables 
deals with Net Premiums and Terminal Re- 
serves; Volume II deals with Mean Reserves; 
and Volume III with Cost of Insurance. 

A large majority of the life insurance com- 
panies of the United States have adopted the 
preliminary term plan in valuing their policies, 
and these elaborate tables have been compiled 
and published to assist these companies in the 
computation of premiums, reserves, surrender 
values, dividends and items for the gain and 
loss exhibit for policies valued by this pre- 
liminary term method. 

These books should be in the libraries of all 
life insurance companies for immediate use and 
references. While each volume is complete in 
itself, thoroughly covering the data as shown 
by the respective titles, the three volumes have 
been issued in uniform style of paging and 
binding, thus constituting a handsome as well 
as valuable set of actuarial books. The tables 
are printed upon heavy, durable paper in clear, 
legible type, with wide margins, and are suil- 
able for practical use in all actuarial offices, in- 
surance departments and insurance companies. 

The price for a single volume of this set is 
$25, and the set of three volumes complete can 
be obtained for $60. 


Lamar Life to Build 
BrrMINcHAM, Ata., November 14.—At a ft 
cent meeting of the board of directors of the 
Lamar Life Insurance Company at Jackson, 
Miss., it was decided to erect a fifteen-story 
office building on a site which the company 
already owns in that city. 


Warns Against Knocking 
George P. Porter, Commissioner of Insur- 
ance of Montana, has issued a warning to agents 
against knocking. Circulation of false state 
ments regarding another company will be 
punished. 
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FRATERNALS EXEMPT FROM INCOME 
TAX 

Qn Argumnt by Abb Landis, Federal In- 

ternal Revenue Department, Rescinds 

Former Ruling 

During the year the Internal Revenue Depart- 
ment, through its collectors, have been notify- 
ing fraternal beneficiary societies to make in- 
come tax returns. The societies protested that 
they were not subject to the provisions of the 
Revenue Laws, Section 231 (3) of the Revenue 
Acts of 1918 and 1921. Appeals were made to 
the solicitor for the Internal Revenue Depart- 
ment and he sustained the ruling of the com- 
missioner, holding the societies liable for in- 


come tax. Among others, the Grand Fraternity. 


and the Artisans Order of Mutual Protection 
of Philadelphia were held liable for the tax, 
and assessments were levied against them, be- 
ing $19,000 in the case of the Artisans Order 
of Mutual Protection. This is an indication of 
the vital interest of the matter to the societies 
throughout the country, since hundreds of thou- 
sands of dollars would have been levied against 
them on the basis of the $19,000 levied against 
so comparatively small an organization as the 
Artisans Order. 

After the case of the Grand Fraternity had 
been argued and lost in the department of the 
solicitor, the question was brought before the 
National Fraternal Congress, at its meeting in 
Montreal, with the result that Abb Landis, 
actuary and counselor, was employed by the 
Congress to make application for a rehearing 
in the case of the Grand Fraternity, as a repre- 
sentative of the societies belonging to the Con- 
gress, in respect of the issues before the de- 
partment. Under date of November 7, the 
Commissioner of Internal Revenue wrote to the 
Collector at Philadelphia, as follows: 

Reference is made to a decision by this office 
dated September 9, 1922, relative to the claim 
of the Grand Fraternity, 1626-28-30 Arch street, 
Philadelphia, Pa., wherein it was held that said 
organization was not exempt from taxation and 
would be required to file returns of income. 
Subsequent to said ruling (September 14, 
1922), the principal officer of the Fraternity 
submitted to this office a request for a recon- 
sideration of the ruling made. 

On October 5, 1922, Abb Landis, actuary and 
counselor, 2 Jackson place, Washington, D. C., 
submitted a brief and argument bearing upon 
bs exempt status of the organization in ques- 
ion, 

It is now held, upon reconsideration, that the 
purposes and activities of the Grand Fraternity 
are such as to bring it within the provisions of 


Section 231 (3) of the Revenue Acts of 1918 
and 1921. The former action is therefore 
rescinded. 


You are requested to inform the Grand Fra- 
ternity that it will not be required to file re- 
turns of income. 


Death of A. K. Brocklesby 

Arthur Kain Brocklesby, for more than fifty 
years with the Aftna Life Insurance Company, 
died at his home in Hartford, November 6, of 
heart disease. He had been ill two years. He 
was born in Hartford, November 26, 1849, a 
son of Professor John Brocklesby, some time 
President of Trinity College and Mary (Kain) 
Brocklesby of Nashville, Tenn. 


LIFE ASSOCIATION PLANS 


A. O. Eliason Visits Baltimore. New 
York and Pittsburgh 








NO CHANGE IN POLICIES OF BODY 





Membership Campaign Feature of This 
Year’s Program 

A. QO. Eliason, president of the National As- 
sociation of Life Underwriters, has completed 
a trip to Baltimore, New York and Pittsburgh, 
where he has been in consultation with the 
chairman of the executive committee, the execu- 
tive secretary, and the chairmen of the conven- 
tion and program committees, formulating plans 
for National Association activities during the 
current association year. Mr. Eliason does not 
announce any change by the present administra- 
tion in the policies of the association. 

Realizing that a substantial increase in mem- 
bership is necessary in order to attain the high- 
est point of usefulness to its membership and 
the public a concerted effort will be made to 
increase the membership of the association; 
first through a special membership campaign 
ending on January 15, which has been desig- 
nated as National Association Day, under which 
every member of the association will be asked 
to secure at least one new application for mem- 
bership. In connection with this special short 
campaign for membership, and to be continued 
throughout the year, the general agents and 
managers throughout the country will be asked 
to co-operate with the association for their own 
interests by endeavoring to make their respec- 
tive agencies as near 100 per cent as possible in 
association membership. 

President Eliason will follow the custom of 
his predecessors by making a tour throughout 
the country. His itinerary will begin at Chi- 
cago about the middle of January, from which 
point he will continue his trip through the South 
and on to the West Coast during January and 
February, visiting as many associations as time 
will permit. He is planning to make an East- 
ern trip in March, and will arrange trips 
through the Northern and Central States dur- 
ing April and May. Mr. Eliason announces 
that while he should like to visit every local 
association during the year such a task would 
be physically impossible, and it will also be 
impossible to attempt special meetings other 
than as may be arranged for in the regular 
itinerary which is now being prepared in con- 
sultation with the president’s assistants in the 
various regional districts and which will be 
announced in detail early in December. Wher- 
ever possible President Eliason hopes that the 
districts expecting to hold sales congresses will 
arrange the dates to conform with his itinerary 
so that he will be able to attend. 


Mutual Life Underwriters to Meet at 
Chicago 
The 1922 convention of the National Asso- 
ciation of Mutual Life Underwriters will be 
held at the La Salle Hotel, Chicago, Ill., No- 
vember 21 and 22. 


FRATERNAL AID UNION EXAMINED 
Commendatory Report Made by Repre= 
sentatives of Five State Departments 


A clean bill of health and exceptional endorse- 
ment in respect to its management are given the 
I'raternal Aid Union of Lawrence, Kans., in a 
National Convention examination report by rep- 
resentatives of the States of Colorado, Kansas, 
Maryland, Mississippi and Utah. The associa- 
tion was especially commended for its courage- 
ous and successful pioneering in the arduous 
task of righting the errors of early-day prac- 
tices in fraternalism. Rates for the past nine 
years with the Fraternal Aid Union have been 
adequate on the full legal reserve basis, with 
all equities guaranteed members under their 
contracts; while with old members who did not 
take advantage of their opportunities, through 
six years of strenuous pleading by the manage- 
ment for them to transfer to the adequate rate 
class, there have been liens placed on a sliding 
scale to ease the burden, and assessments have 
also been graded to lift the class up to ultimate 
adequacy. 

The association is particularly commended for 
its high-class investments, stated to be of a 
character second to no other insurance organ- 
ization of the country. Claims are paid without 
quibbling and with such promptness as to arouse 
admiration on the part of the examiners. In 
all departments, especially in the personnel of 
the management, the association received the 
highest endorsement and approbation of the 
examiners. No serious differences with the 
views of the management are to be found in 
the report, the only exception being a question 
of interpretation of certain constitutional 
amendments having to do with the classification 
of some special funds and certain groups of 
members. 


Life Presidents Adopt Minute on Death of 
M. G. Bulkeley 

The executive committee of the Association 
of Life Insurance Presidents met on Wednes- 
day, November 8, and adopted the following 
minute on the death of Morgan G. Bulkeley, 
late president of the A©tna Life Insurance Com- 
pany: 

Few lives have embraced within their span as 
many points of contact with other men as 
that of Morgan G. Bulkeley. i> 

Privileged to serve his country in time of 
war, called to the governorship of his State in 
time of peace, later representing his Common- 
wealth in the United States Senate, for more 
than two score years the effective head of a 
great life insurance company which abundantly 
prospered during his trusteeship, always keenly 
responsive to the demands of good citizenship, 
void of cant and hypocrisy, sensitive to the re- 
quirements of friendship, Morgan G. Bulkeley 
will long be in memory. 

This association, in these lines, seeks to re- 
cord its respect and appreciation of his high 
talents, its satisfaction in his long and useful 
life, and its sense of loss in a friendship ter- 
minated all too soon for those who had been 
brought within its range. 

To his family we send this message that they 
may have this evidence of the esteem in which 
he was held by us. 
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LIFE AGENCY OFFICERS MEET 





Record Number Attend Sixth Annual Gathering at Chicago 





RESEARCH BUREAU TO MOVE TO NEW YORK 





Dr. E. G. Simmons in Address Praises Work of General Agents and Solicitors 


(Special Report from Our Staff Correspondent) 


Cuicaco, Itt., November 14.—Replete with 
discussion of matters of agency 
executives, the Sixth Annual Convention of 
the Life Agency Officers Association had a 
registration fifteen in excess of the fifth con- 
vention, the largest in its history. 

There was a noticeable absence of many fig- 
ures prominent in the business, who have here- 
tofore been present, and who have occupied 
conspicuous places on the programs. On the 
other hand, new faces, many of them those of 
younger men, were remarked by those who 
have attended previous conventions. 

If there was an absence of enthusiasm seem- 
ingly apparent on the first day, it was coun- 
terbalanced by the deep interest manifested by 
every one in the convention hall in the discus- 
sion of the topics, particularly the review of the 
first year’s activities of the Research 
Bureau, at Carnegie Institute, and that this in- 
stitution has grown in favor with the life men 
is evidenced by the fact that membership was 
increased from thirty-seven to forty-five, with 
four tentative applications. While John M. 
Holcombe, Jr., business manager of the bureau, 
was frank to say that the bureau did not wish 
more members in the organization 


interest to 


Sales 


to include 
than could be effectively served, he stated that 
a limited number of new members would be 
welcome, and that the executive committee would 
hold open for a short time the matter of final 
limitation. 

In connection with this announcement from 
Mr. Holcombe, came another of widespread in- 
terest to life agency executives, 
namely, that the headquarters of the association 
Pittsburgh to New 
York city, where it is felt that the more central 
location will bureau to 
more advantageously. Of course, 
will be entirely divorced from Carnegie Tech, 
and will be operated independently. 

Of most unusual interest was the very 


insurance 


are to be removed from 


enable the function 
the bureau 


first 
address on the program, that of J. G. Stephen- 
son. representing the London Life of Canada. 
Mr. Stephenson is a deep thinker, and when he 
told his audience what he, as a field man, 
have received from his head office, 


should 
he at once 

had the close attention of every one who heard 
him. 

A question raised by Emmet May, president 
of the Peoria Life, while not receiving an an- 
swer on the floor, caused no end of informal 
comment among those who were in attendance. 
Mr. May wanted to know what is to be done 
in the way of educating the already successful 
solicitor. who is producing a satisfactory and 
a clean volume of business, and who is emphatic 
in saying that he does not want to learn any 
more about the theory and functions of life 
gnsurance. 


A note of interest was struck on the first day 
of the convention; when it was stated that the 
successful manager is not essentially the “big 
producer.” Of recent years, there has been a 
growing sentiment among a large number of 
companies that general agents and managers 
should be large personal producers. This has 
been brought about in strictly general agency 
companies, largely because of the fact that there 
has been a growing and increasing demand on 
the part of sub agents for renewal commissions, 
and therefore the general agent’s compensation. 
unless he is a large producer, has been mate- 
rially affected. However, the consensus of opin- 
ion among those expressing themselves at the 
Chicago meeting was that the companies have 
found that the successful type of general agent 
is rather the man who is able to instruct and 
to direct, as well as to inspire, rather than the 
man who writes 

Rather startling 
E. G. Simmons, vice-president of the Pan Amer- 
ican Life, who in his address the second morn- 
ing declared most emphatically that in his opin- 


a large volume himself. 


was the statement of Dr. 


ion general agents and subagents were not 
overpaid. 

The paper read by Dr. Percy H. 
Mutual 


Business,” 


-apps, 
“Mathematician of the Benefit, dealing 
with created a very 
favorable impression on the convention. (Ex- 
tracts from this paper will be found on page 
20.) In with the suggestion of 
Secretary-Treasurer A. G. the paper 
will be printed separately from the minutes of 


Persistency of 


accordance 
Borden, 
the convention, so as to be available for early 
distribution. It reprints a very scientific and 
exhaustive study of the subject. 
conceded that the address 
of Robert W. Porter, field sales manager of 
Columbia Graphophone Company, was one 
of the most valuable contributions to the con- 
vention. 

The meeting was called to order I'riday morn- 
ing by Chairman W. FE. Taylor, agency vice- 
president of the Equitable Life Assurance So- 
scheduled time of I0 


It was generally 


shortly after the 
About 85 per cent of the one hundred 


ciety, 
A. M. 
and thirty-one company 
sented and almost two hundred company offi- 
were registered. Among them were 
noticed: J. O. Karstrom, American 
Bankers; Herbert M. Woollen, president, and 
Harry Wilson, vice-president, American Cen- 
tral Life; W. F. Smith, agency manager, 
American National, St. Louis, Mo.; Chas. G. 
Taylor, vice-president, Atlantic Life; W. S. 
Weld, superintendent of Berkshire 
Life; A. G. assistant general super- 
intendent, Canada Life; C. B. Svoboda, secre- 
Cedar Rapids Life; Dr. T. C. Denny, 
Central Life; J. A. McVoy, vice- 


members were repre- 


cials 
secretary, 


agencies, 


Ramsay, 


tary, 
secretary, 


8 


president, Central States Life, Mo.; S. M 
Cross, president, Columbia Life, a; C8 
Brandon, president, Columbus Mutual: JA 
Fulton, agency manager, Continental Life, Del.: 
A. L. Hart, vice-president, Des Moines Life 
and Annuity; M. E. O’Brien, president, and 
Homer Guck, assistant to president, Detroit 
Life; W. E. Taylor, vice-president, F. H. Davis, 
vice-president and A. G. Borden, inspector of 
agencies, Equitable Life, N. Y.: H. E. Aldrich 
and B. F. Hadley, vice-presidents, Equitable, 
Ja.; I. M. Hamilton, president, and Geo. Barmon, 
superintendent of agents, Federal Life; Frank 
H. Sykes, manager of agencies, Fidelity Mutual 
Life; L. J. Dougherty, secretary, Guaranty 
Life, also president American Life Convention: 
T. L. Hansen, vice-president and G. H. Hunt 
superintendent of agencies, Guardian Life: 0, 
J. Arnold, Illinois Life; Frank P. 
Manly, president, Indianapolis Life; Julian 
Price, president, Jefferson Standard Life; F. 
Ie. Hall, superintendent ordinary agencies, W, 
M. Thornton, publicity manager, Life Insurance 
Company of Virginia; A. F. Hall and W.T. 
pard, vice-presidents, Lincoln National Life: 

J. Miller, vice-president, Metropolitan Life: 
: J. Phillips, vice-president, Minnesota Mutual: 
Oliver Thurman, superintendent of agencies, 
and P. C. H. Papps, mathematician, Mutual 
Benefit Life; R. E. Spaulding, assistant super- 
intendent of Mutual Life; Gilbert 
superintendent of agencies, Mutual 
Trust Life; L. H. Koch, president, National 
American Life; Ralph Rice, president, National 
Fidelity; W. J. Wandrey, agency secretary, Na- 
tional Guardian: Ed. D. Fired, vice-president, 
National Life; W. FE. Webb, superintendent of 
agents, National Life of U. S. A.; Glove §. 
Hastings, superintendent of agencies, New Eng- 
land Mutual; L. S. Lindsay, superintendent of 
agencies, New York Life; John J. Cadigan, 
president, New World Life; E. J. Harvey, 
superintendent of agencies, North American 
Lite; ‘Cans: G. Copeland, superintendent of 
agencies, Northwestern Mutual; W. R. Wilson, 
vice-president, Northwestern National; R. F. 
Fry, president, and J. J. O’Brien, field superin- 
tendent, Old Line Life, Wis.; Dr. E. G. Sim- 
mons, vice-president, Pan American Life; E 
O. Bureet, secretary, Peoples Life, Ind.; E.C 


‘secretary, 


agencies, 
Knudtson, 


May, president, Peoria Life; Winslow Russell, 
vice-president, and C. A. Leroy, assistant 
agency managers, Phoenix Mutual; Matthew 


Walker, manager of agencies, Provident Life 
and Trust. 

S. W. Goss, vice-president, 
America; C. H. Jackson, superintendent of 
agencies, Security Mutual, N. Y.; Robert Swat- 
ney, superintendent of agencies, State Life, Ind.; 
James W. Simpson, superintendent of agencies 
and Geo. A. Harris, assistant superintendett 
Sun Life, Can.; J. G. Stephenson, 
superintendent, London Life, Can.; C. G. Hulse, 
agency director, Western Union Life; C. W. 
Wilty, vice-president, Lamar Life; T. C. Grant, 
Business Mens Assurance; A. O. Eliason, pres 
N. A. L. U., and T. W. Blackburn, sectt: 
tary, American Life Convention. 

Chairman Taylor, whose radiant smile be 
speaks good cheer, welcomed the members and 


Security Life oi 


of agencies, 


ident, 
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aests to this the sixth annual convention and 
dated that he believed that beneficial results 
aa sure to be obtained by all present at the 
sociation. His welcome was cordial and left 
sis associates with the feeling of being pleased 
tat they were present, if for no other reason 
than to bathe in his smiles. Mr. Taylor traced 
in brief the history of the organization, which 
yas started with thirty members. He thanked 
he members of the program committee for 
heir efforts. They were: Mr. Ramsay, Mr. 
Russell and Mr. Hansen. 

The secretary-treasurer’s report showed that 
there were 131 members, the Ontario Equitable 
having been recently elected to membership. 


Winstow RusseELi’s REPORT 
Winslow Russell, vice-president of the 
Phoenix Mutual and chairman of the educa- 
ional committee, read that committee’s report. 
Mr. Russell briefly outlined the forward studies 
which have been made in recent years through 
the educational program of the various com- 
panies which had been undertaken solely for the 
purpose of more fully equipping the agents to 
He 
spoke of the new school of salesmanship lately 
opened at New York University, of which Dr. 
¢. M. Lovelace was the head. Its curriculum 
would be along the same lines as those now in 
we in Carnegie, Denver and Oklahoma univer- 
ities, Which was planned by a joint committee 


render increased service to their clients. 


fom the Agency Officers Organization, the 
National Association of Life Underwriters and 
in Carnegie Institute. He mentioned the re- 
sponsive attitude of other institutions of educa- 
tion, which already included courses of life in- 
surance salesmanship among their many others 
and commended other life insurance associations 
and institutions for their work in behalf of 
higher efficiency in life insurance salesmanship. 
Continued endeavors by this committee, Mr. 
Russell said, would be made to maintain and 
improve the courses already started. Further, 
special outlines of courses for individual com- 
panies would be made, close co-operation with 
the sales research bureau would be continued, 
and a study of every factor which might tend 
toward the better training and higher education 
of salesmen would be attempted. 

Commendation, because of their educational 
values, was given to institutional advertising 
and educational motion pictures. Exceptional 
results have thus far been obtained from the 
1000-foot reel entitled “Everybody's Friend,” 
which had a favorable effect and resulted in a 
better understanding of life insurance by all 
who viewed it. 

The first subject for discussion was ‘Mak- 
ing the Life Insurance Agent a Real Counselor” 
and the first speaker on this subject was J. G. 
Stephenson of the London Life of London, Ont. 
A life insurance company, said Mr. Stephenson, 
isnot an organization but an organism. As an 
organism all parts must work for a common 
end; and for the successful culmination of the 
aims of that organism all organs must work in 
vnison and efficiently. Every department in- 
fluences the workings of the others and so 
must work in harmony with common ideals. 





To make a real counselor of an agent rests 
entirely with the home office. There must be 
created the proper feeling in the home office and 
the agency manager should act as the con- 
ductor of this feeling to the selling force. The 
agent to be a real counselor must be changed 
from a commercial entity (one who places his 
returns first) to a professional entity (one who 
places service first). The agent must not 
adopt the attitude of one selling a package 
but must adopt the attitude of a family 
physician and write a prescription for his 
client’s need. 

He added: “Every man from the president 
down must think in terms of the work done 
by the agent. The commission scale must be 
arranged to favor the agent rather than penaliz- 
ing him, when he finds it necessary to give ad- 
vice, and forcing pet policies upon him through 
high commissions. The home office officials can 
not have a proprietary frame of mind with re- 
gard to policyholders, and they must promote 
to managerships and general agency positions 
men who will express the ideals of the home 
office, not men who are large producers, but 
men who can be teachers and counselors.” 

“Keep away from too much technique” was 
one of the axioms laid down by Emmet C. May, 
and because he is president of the Peoria Life 
and has made his company one of the “real 
comers” of the business it is a message that 
must be given serious consideration. 

Some agents, embodying all that the home 
office could hope for in the production of busi- 
ness, and in the faculty if getting close to his 
client, could- not absorb the scientific methods 
which are in present-day vogue. However, 
these are mere exceptions, and concentrated 
training is necessary and the only thing which 
will raise the standard of the agent to that of 
a profession, which is the aim of all interested 
in the great future which still lies before life 
insurance. 

To make an agent a professional man he must 
give thought to the conditions of his clients. 
He must visualize their problems. He helps 
them create an estate and it is his business to 
see that the estate goes where it is intended. 
The agent must create an atmosphere of good 
will, 

The Peoria Life delegates one month, called 
policyholders’ month, during which time it is 
the duty of the agents to visit their policyhold- 
ers in an effort to get close to them and with 
no effort to sell. This has been highly success- 
ful. Life insurance is a public and not a pri- 
vate institution and as such service is the big- 
word. The profession of life insurance, 
said Mr. May, is one toward work of service. 
The education of agents is the one great duty 
of a life insurance company, thus giving to 
the agent an ambition for the future. 

Following Mr. May’s address, Chairman 
Taylor appointed Mr. Aldrich of the Equitable 
of Iowa, Mr. Awde of the Union Mutual and 
Mr. Price of the Jefferson Standard as a 
nominating committee to choose three members 
of the executive committee to take the places 
of Mr. Ramsay, Mr. Taylor and Dr. Simmons, 
whose terms had expired. 
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Cart A. Secoy SPEAKS 


Carl A. Secoy, of the Phoenix Mutual Life, 
a company noted for its thorough method in 
the selection of agents and the most intensive 
in their education, was the next speaker. His- 
tory, he said, is always a vital factor and guide 
in the solution of problems of the future. From 
the advances made by the doctor and the lawyer 
in the upbuilding of their professions life in- 
surance may learn a lesson. A lawyer and a 
doctor in the old days gained their knowledge 
through experience. The need for rapid develop- 
ment of trained legal and medical talent brought 
about a scientific method of education and 
specialization. An agent who influences a man 
to take a policy is a counselor. How can he 
be made a real counselor? By education and 
training, and the first step in the culmination of 
this end is co-operation from the home office. 
Mr. Secoy related the story of Mr. Steinmetz, 
who when asked what he considered the great- 
est problem in electrical engineering, replied 
to overcome the tremendous loss now experi- 
enced in the transmission of electric energy. 

To quote Mr. Secoy: 


It seems to me that we should not overlook 
the importance of this factor, which by com- 
parison may be termed “Turnover” or loss of 
energy in our own organizational development. 
If we are to make the force felt of our effort to 
better educate salesmen, we must see to it that 
the loss down through the years of that effort 
through termination of contracts is reduced to 
the minimum. This, I believe, can more readily 
he brought about through an ever persistent 
and intelligent study, through research, through 
finding better methods of selection, to find and 
improve and extend our present methods of 
education and to sacrifice, if need he, for the 
present, quantity production, in confidence that 
quality production is bound eventually to satisty 
all needs so far as volume is concerned. 

The last speaker on this subject was George 
H. Hunt, superintendent of agencies of the 
Guardian Life. Mr. Hunt’s address was re- 
plete with good advice. He advanced the prin- 
ciple that if agency managers should want their 
salesmen to be real counselors they should be 
themselves real counselors. “If you want a 
friend, be one; if you want to be a life insur- 
ance counselor, take counsel of life.” 

The Friday afternoon session opened with an 
address by A. O. Eliason on “Field Co-opera- 


tion.” Mr. Eliason, president of the National 
Association of Life Underwriters said he 


brought to the agency officers a message of 
sincere greeting from the Underwriters Asso- 
ciation. He felt that the aims of both organiza- 
tions were the same, both desired to create a 
higher level upon which the life insurance sales- 
man should do his work. He further stated that 
his association as general agents were partners 
in the business and that they would do every- 
thing in their power to actively support and co- 
operate with the agency officers. The success 
of the companies depends in a great measure on 
the success of their agents and, conversely, the 
agents’ success is dependent upon the success of 
their companies. Co-operation between the two 
is therefore essential. Companies must depend 
on the efficiency of their agents and it was the 
aim of the National Association of Life Under- 
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CASUALTY OFFICIALS AGREE 


Conference Will Submit Plan to 
Superintendent Stoddard 

The conference of casualty officials 
on acquisition costs has come to an 
end and an agreement has_ been 
reached which will shortly be pre- 
sented to Superintendent F. R. Stod- 
dard, Jr., for his approval. 

No information as to the exact na- 
ture of the report is obtainable, as it 
was decided to keep it secret until 
such time as the Superintendent has 
seen it. 

The report is said to embody a 
definite basis for producing and super- 
vision cost, thus placing the general 
agency and branch office systems upon 
an equal basis. 

It is understood that the surety 
companies are still to reach some 
agreement upon their business and 
that the surety committee is still 
working to that end. As soon as 
their work is completed a method of 
presenting the report to the Superin- 
tendent of New York and giving it 
publicity will be devised. 


Boston Board Elects Officers 

The Boston Board of Fire Under- 
writers has elected new officers as 
follows: President, Alfred Daven- 
port; vice-president, Harris H. Whit- 
ney; secretary-treasurer, F. E. Cabot; 
manager, William H. Winkley. 


Buffalo to Increase Capital 
The directors of the Buffalo Insur- 
ance Company, Buffalo, N. Y., have 
recommended to the stockholders an 
increase in the capital stock of that 
company from $400,000 to $1,000,000, 
by transfer of $600,000 from surplus. 


Hugh Lewis in New York 
Hugh Lewis, general manager of the 
Liverpool and London and Globe In- 
surance Company of Liverpool, has 
just arrived in New York. 


Death of A. A. Frierson 
A. A. Frierson, vice-president and 
treasurer of the Fidelity Union Fire 
of Dallas, Tex., died suddenly a few 
days ago. 


New York State Association’s 
Election 

The Underwriters Association of 
New York State has elected officers as 
follows: President, W. D. Hunter ; 
first vice-president, John W. Wood; 
second vice-president, Percy B. Jar- 
vis; chairman of executive committee, 
R. F. Van Vranken. 
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Our New Plan of handling Surplus business anq 
our practice of Liberalized Substandard Coverage 
were announced simultaneously in August this year, 

September, 1922, closed with more than $12,000,- 
000.00 of new business—an increase of more than 
33% over 1921 in volume, and an increase of nearly 
100% in number of Agents participating. A large 
number of Brokers and Agents of other Companies 
sent in a complimentary application. 

October, 1922, closed with a total of more than 
$15,000,000.00 of new business—an increase of 
more than 75% over October, 1921, making by far 
the greatest month in the history of the Company, 

This record for October was made possible, very 
largely, by the business which came through our 
Branch Offices and General Agencies located in the 
large cities. The business contributed from this 
source constituted 43% of the total volume written 
during the’month and a large portion of this per- 
centage came from Brokers and Agents of other 
Companies. . 

These facts are the most convincing evidence 
that our New Plan is satisfactory in operation. 
“November is Accident Month! The Company’s 
multiple lines offer you a tremendous advantage in 
that you have available, in one Company, an open 
channel for your Surplus business in Life, Accident, 
Health, and Group Insurance. 

Remember! We pay liberal first 
year commissions and guaranteed 
non-forfeitable renewals on Life and 






0 Group lines—we offer you an op- 
WY portunity to earn a trip to the Pacific 
CY Coast with the livest group of insur- 
qs ance men—we offer insurance pro- 
QS tection to the man who is not a 
£ AN standard risk thru our plan of liberal- 
ep! ized Substandard coverage. 

On Let us give you further details of 





# 


our New Plan. 


MISSOURI STATE LIFE 


LIFE 


INSURANCE COMPANY 
M. E. SINGLETON, President 


ACCIDENT 


Home Office, St. Louis 


HEALTH GROUP 
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writers to so develop and educate their agents 
that their efficiency as _Salesmen would be 
equaled only by their efficiency in rendering 
service to the public at large. Salesmanship, 
said Mr. Eliason, is second only to the stability 
of the company. The National Association is 
endeavoring in every way to improve the ser- 
yice to the public and thus better co-operate 
with the companies. They try for self-improve- 
ment by progressive education; they endeavor 
to eliminate the unscrupulous and undesirable 
agents. Among the methods he noted as being 
done to improve their education was through 
experts in convention giving the best of their 
knowledge and experience; second, through 
publications, and third, through the Carnegie 

Institution, which it was their aim to expand. 

He spoke of a short standard course for night 

schools. 

Mr. Eliason spoke of the lack of co-operation 
from all agents in the country and entered a 
plea for the company officials to influence their 
agents to join the association and so actively 
co-operate with those now members in a con- 
certed effort to render better service, in the in- 
terest of themselves, their companies, their 
policyholders and the public. 

A resolution introduced by Winslow Russell 
and adopted placed the Agency Officers Asso- 
ciation on record as endorsing the work of the 
Life Underwriters Association and binding the 
support of the agency officers in furthering their 
aims. 

Oliver Thurman, chairman of the executive 
committee, Life Insurance Sales Research 
Bureau, and John Marshall Holcombe, Jr., 
business manager of the bureau, outlined the 
accomplishments of the bureau and its plans for 
expansion. Mr. Thurman stated that this or- 
ganization was one to promote sales through 
men and markets. He stated that the bureau 
was at first limited to thirty members and was 
located in Pittsburgh, so that it might rely on 
Carnegie Tech. Its work had met a need and 
it was now felt that it could stand alone. A 
move was to be made to New York city be- 
cause of the better facilities offered. While 
the members would still be restricted a limit 
would be raised. The purpose of the bureau, he 
stated, was to study the methods and results of 
various life insurance companies and by analysis 
of all methods to formulate a better method. 
Mr. Holcombe stated that while many had 

at first doubted the necessity of such a bureau 
it was found to meet a need by all those com- 
panies which had partaken of its service during 
the first year. Among its aims were to publish 
pooled monthly statistics compiled by States or 
regions, to survey current practices, to survey 
clerical jobs and systems, to make an analysis 
of agency work and so, by pooling statistics, 
render service toward the selection of agents. 
General analyzation and surveying of agencies 
along supervisory lines would be coupled with 
the answering of individual company requests 
for particular information. 

Mr. Thurman impressed upon his associates 
that all companies would give equally, regard- 
less of size, and all would accordingly benefit by 
gaining for his own use the successful methods 
of the other, 


Among those who entered into the discussion 
of the advantages of this bureau were: W. J. 
Wandrey of the National Guardian; C. G. 
Taylor, Jr., of the Atlantic Life; Matthew 
Walker of the Provident Life and Trust, and 
W. T. Shepard of Lincoln National. 

The membership was inreased during this ses- 
sion to fifty-one. 


100 ATTEND DINNER 

The convention dinner was held in the Hotel 
Drake, attended by about 100. The diners were 
addressed by the Rev. Hugh Elmer Brown of 
Evanston, who spoke optimistically on “The 
Other Side of Main Street.” 

Saturday morning’s meeting opened with a 
paper by Percy C. H. Papps, “Mathematician 
of the Mutual Benefit Life.” This paper created 
much favorable comment by its depth and scope 
and is well worthy of careful perusal. 

As is the custom of this association, on 
Armistice Day one minute of silence was main- 
tained at eleven o’clock. The convention, stand- 
ing and facing the East, meditated on the mean- 
ing of the sacrifice made by the boys over there 
in the World War. 

Dr. E. G. Simmons, of the Pan American 
Life, led the discussion on “Figuring Costs in 
Selecting Agents.’’ Determining costs of life 
insurance is the same as in other lines of busi- 
ness, believed Dr. Simmons. Acquisition cost 
included, besides putting business on the books, 
the expense of losing it. His company has 
made an exhaustive comparison of the income 
cost and writing capacity of its general agen- 
cies. Vast differences in costs of operation 
were noted between agencies writing practically 
the same amount of business. Persistency and 
mortality must be carefully studied. “Agents 
are not overpaid,’ said Dr. Simmons. Too 
much publicity is given exceptional money- 
makers. The big cost is the companies’ own 
waste. 

H. J. Miller, vice-president of the Metropol- 
itan Life, stated that acquisition cost was corre- 
lated with all the features of the business. 
Turnover, he said, is a most important item and 
is linked with persistency and acquisition costs. 
Valuation in agency costs, he thought, might be 
directly traced to selection and initial educa- 
tion. This selection has been carefully studied 
by the Metropolitan Life, as it costs the com- 
pany about $150 for a man to lose his position. 
The company has established a bureau, he said, 
through the efforts of which the turnover has 
been reduced 20 per cent in five years. Re- 
garding persistency, it was the Metropolitan’s 
theory that remuneration should be based on 
gain in insurance in force rather than on writ- 
ten business. Make an agent profit by the idea 
of keeping business on the books. 

The next speaker was H. E. Aldridge, vice- 
president of the Equitable Life of Iowa, who 
dwelt on the acquisition costs of general agen- 
cies through progressive years. 

A. Gordon Ramsay, assistant general super- 
intendent of the Canada Life, remarked that his 
experience taught him that second only to the 
cost of selection was the cost of elimination of 
agents, which might be termed secondary selec- 


tion. It was his opinion that agency managers 


rs 


should rely more on their intuitive judgment 
in the selection and retention of an agent. 
Exercise the courage of your convictions, which 
intuitively tell you whether a man will be a suc- 
cess or not regardless of whether or not he 
meets with all the standards of a scientific 
selection test. Don’t fight your intuitions or try 
to reduce to writing your conclusions, he stated. 

Following this discussion those present were 
treated to a very educational talk on “Control 
in a Sales Organization,” by Robert W. Porter, 
field sales manager of the Columbia Grapho- 
phone Company. He outlined various factors 
which should be used in securing salesmen. The 
afternoon session opened with a paper by Dr. 
Walter Lichtenstein, ex-secretary, First Na- 
tional Bank, Chicago, on the “Future of Amer- 
ican Business and Its Effect on Life Insurance.” 
Dr. Lichtenstein spoke with a tempered opti- 
mism in a very interesting way on a very in- 
teresting topic. 

The final subject, “The Dignity of Our Pro- 
fession,” was opened by H. E. Phillips, vice- 
president of the Minnesota Mutual, who spoke 
in place of the companies’ president, E. W. Ran- 
dall, who was forced to be absent from the 
meeting. Mr. Phillips traced the progress made 
by life insurance agents as regards standing in 
the community. Human nature is so con- 
structed, he said, that it responds to what is 
expected of it. High ideals are given to life 
agents, and they are striving to meet them. 
George A. Harris, of the Sun Life of Canada, 
was of the belief that a few great movements 
accounted for our progress in civilization. 
Education was the first; religion the second; 
politics the third, and insurance the fourth. In- 
surance, he said, is the foundation upon which 
the fabric of modern business has been built. 

The last speaker was Frank H. Davis, vice- 
president of the Equitable Life of New York. 
Mr. Davis stated that while he felt that life in- 
surance selling was a profession, he was aware 
that the general public did not regard life in- 
surance as such. In discovering what the other 
fellow thinks of life insurance, he finds that it 
is the best sold idea in the world, but few list 
the agent as a professional man. This is be- 
cause the agent has not yet caught the full 
significance of the service he can render his 
fellow man. The agency department, said Mr. 
Davis, is the most important department in the 
company because it is the point of contact. 
Agency managers should train and impress their 
agents with the necessity of selling service. The 
crux of the entire problem is managerial 
visualization that the reputation of a company 
is determined by its representatives. The man- 
ager who understands the ideals of the home 
office will have only agents who méet with these 
ideals. 

Oliver Thurman of the Mutual Benefit, J. G. 
Stephenson of the London Life and Dr. T. C. 
Denny of the Central Life of Iowa were elected 
members of the executive committee. The Busi- 
ness Mens Assurance was elected to member- 
ship with Thos. Grant, president, as representa- 
tive; Ed. D. Field, second vice-president of the 
National Life Insurance Company, Montpelier, 
Vt., was elected chairman of the executive com- 

(Concluded on page 33) 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1922 


ale Seed $4,835,545.26 
SURPLUS IN UNITED STATES........... $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE........ $50,129,109.21 


$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Central 
States 




















Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President KANSAS CITY, MO. 
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January 1, 1922 
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Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 
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NEAL BASSETT, V.P. and Mgr. 
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The Soft Coal Hazard 


e ie change of fuel this winter from hard to soft coal, made 
necessary in many places because of the recent coal strike 
1s a source of potential danger. 


Soft coal makes thick soot in chimneys. Frequently this soot 
becomes ignited with damaging results, Chimneys can be 
cleared of such dangerous accumulations by lowering and 
j raising a brick, wrapped in some soft material, through the 
chimney flue until the chimney is clean. Better still, suggest 
that a competent chimney sweep be engaged. 





Soft coal, when wet, is very susceptible to spontaneous com- 
bustion. For this reason it is wise to store in small piles of 
little depth and to keep dry. 


These are just _simple precautions, but well 
worththe attention of your clients and prospects, 


Such information, coming from you, their in- 
surance advisor, will be appreciated. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York 


HENRY EVANS 
































Chairman of the Board CASH 
CAPITAL 
C. R. STREET 
President $5,000,000.00 
Chicago Montreal San Francisco 
| 
| You never have to explain 
| 
| to a client WHY you 





chose the Fireman’s Fund. 
Nothing will ever occur to 
demand an explanation. 
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NEW YORK SURVEYS 

The Insurance Society.—This is the big 
week of the society. It witnesses the opening 
of five of its insurance courses and the first 
ture on “Side Lines.” The registration is 
yeavy in all the classes, and indications are for 
the most successful year in this kind of work 
which the society has ever had. 

Fires in Sprinklered Risks.—Bulletin No. 
1833 of the sprinklered department of the New 
York Fire Insurance Exchange lists some four- 
yen fires in sprinklered risks, the details of 
which are a bit interesting. For instance, one 
wse no loss, two cases slight loss, nine cases 
moderate loss, two cases considerable loss. In 
oe of the properties noted there were two fires 
and in another one there were three fires. All 
of which shows that sprinkleret@l risks do not 
ject to an encore when it comes to losses. 

The Bonfire—Among the primary defects 
of New York city from the point of view of 
the small boy and small girl is the lack of op- 
portunity for bonfires. It seems to us that in a 
yell-appointed city (and there may be such a 
tty in the very far future) there should be 
provision made at sundry and many corners for 
hnfires. In other words, a special place should 
le set aside where this desire of the small boy 
ad girl can be gratified. Possibly, our present 
ministration, when it has nothing else to do, 
tay take the subject up. 

New Sprinkler Equipment.—Bulletin No. 
832 of the sprinkler department of the New 
York Fire Insurance Exchange lists four more 
equipments that have just gone into service. 
One has an allowance of 10 per cent, two of 
oper cent, one of 70 per cent. 

A Spark and a Fire.—There has been a re- 
wal recently of the question as to the distance 
aspark may travel and retain life enough to set 
fre to property. It has been developed that 
sme years ago tests were made which appeared 
to establish the fact that if carried sixty-five 
fet from the track where the tests were made 
the sparks did not retain life enough to set 
property on fire. The sparks, however, were 
atried as far as 2co feet from the track. 

Moral Hazard.—Our 
more coming to the fore, 


old friend is once 
and inasmuch as that 
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is so it would be well to adopt the fixed rule 
not to pay losses until the sixty days have ex- 
pired. No injustice probably would be worked 
in any case by doing this, and no suspicion 


_ would be cast on anybody whose loss payment 


was withheld sixty days, as all would be treated 
alike. It is the attempt to discriminate which 
makes the trouble. 

As to the Insurance Laws.—We are still 
in that state in the world when we fight wind- 
mills, not appreciating that there are real things 
to fight. For instance, one serious disturbance 
which crops up in official quarters as to unau- 
thorized insurance is taking the wrong trend 
because it represents a legitimate demand, which, 
in most cases, the laws of the country forbid 
supplying. The proper way to handle this sub- 
ject is to find out what the pecple are buying, 
who are purchasing unauthorized insurance, to 
ascertain why it cannot be purchased in this 
condition, and then propose, assuming that the 
demand is a legitimate one, that the laws be 
changed until the American companies can grant 
the thing desired. There is nothing to prevent 
our thinking internationally on these questions, 
even though we have certain limitations other- 
wise. 

Overcoat Insurance.—We notice with deep 
interest the placing on the market of a policy 
for this specific type of insurance. It arouses 
our imagination, however, because we see pos- 
sibilities for all sorts of developments of this 
kind, when we consider the various and numer- 
ous and different kinds of specifically named 
garments which are worn by the human being. 
Indeed, there must be possibilities for at least 
fifty kinds of policies named after the garments 
worn by human beings. In passing, why do we 
run to specific policies of this type of thing; 
why not have a somewhat more inclusive policy? 


BOSTON AND VICINITY 

Boston Insurance Exchange.—The Insur- 
ance Building Corporation, under the leader- 
ship of Albert O. Hagar, has succeeded in con- 
summating one of the largest real estate deals 
in the history of this city, involving $6,000,000 
and the purchase of twenty-six buildings, for 
the purpose of erecting a twelve-story structure 


in the block bounded by Milk, Broad, Central 
and Indian streets, to house the insurance in- 
terests of Boston. A committee of members 
of the Boston Board of Fire Underwriters who 
have signed leases as tenants of the new build- 
ing held a meeting last week for the purpose of 
having the non-signing members of the Board 
hear the plans. It is believed that the Boston 
Board, the Insurance Exchange, and kindred 
organizations will soon fall into line and that 
the success of the enterprise is more than as- 
sured. The following companies have already 
signed leases: John C. Paige & Co.; Patterson, 
Wylde & Windler; Gilmour, Rothery & Co.; 
7Etna Life Insurance Company; A*tna Casualty 
and Surety Company; Automobile Insurance 
Company; Massachusetts Plate Glass Insurance 
Company ; Field & Cowles; Dewick & Flanders; 
Hinkley & Woods; Arthur W. Burke & Co.; 
R. S. Hoffman & Co.; Rice & Whitney; Kol- 
lock, Rice & Co.; Hollis, Perrin & Kirkpatrick; 
Starkweather & Shepley; Whetlock & Serrat; 
Ocean Accident and Guarantee Corporation; 
Frederick C. Church, and the Springfield Fire 
& Marine Insurance Company. 


Anniversary of Great Fire—The fiftieth 
anniversary of the Great Fire of Boston was 
fittingly observed by the insurance interests and 
by the general public as well. The Boston 
Board held a dinner at the Exchange rooms, 
where Capt. Samuel Abbott, a member of the 
Boston fire department in 1872, gave a most 
interesting outline of the scenes he witnessed at 
the time of the great conflagration. Augustus 
S. Lovett, active on the “Street” for the past 
sixty-five years, told of the business customs 
in the early insurance days. At precisely the 
time when the first alarm was given at the 
memorable fire, 7:24 P. M., every man stood at 
attention while a bell told off the alarm from 
box 52. The various cities and towns which 
sent help at the time of the fire sent representa- 
tives to Boston, and a big parade was held as 
part of the public demonstration. 


Boston Board Elects—At the annual 
meeting of the Boston Board, held Tuesday of 
this week in the Board rooms, the following 
officers and committee members were elected: 


(Continued on page 33) 
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“Tt ain’t the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.” 


TEAMWORK is the spirit of the Union Central Life Insurance Company. Each individual agent knows that 
the Company is back of him, ready to encourage and urge him onward in his work. 


Indications of Company progress during the past year are the establishment of a Service Bureau—the adoption 
of new policy contracts,—increased cash values,—and an increase in the interest rate to 5 per cent on policy pro- 


ceeds and on dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction to policy-holders,—satisfaction to agents. 


You SERVE the Public 


You SERVE Yourself 


If You SERVE 


The Union Central Life Insurance Company 


Cincinnati, Ohio 

















PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


| 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











New Disability Clause — 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 


Immediate beginning of a lifelong monthly income, 


When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 


When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 


Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 


As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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Sub-Standard Insurance Rates 


HERE are two main elements which, it 
seems to me, should be the foundation of 
all discussion of sub-standard insurance. 
“The first of these, and I think it will be recog- 
Whized as the most important, is the classification 
of the risk by the rate of mortality. This is by 
far the most difficult problem which any com- 
© patty will have in its handling of sub-standard 
Phisiness. While we have increasing data on 
which to base our judgment in the placing of 
these risks in their proper class, it will always 
be a difficulty which can only be overcome by 
Hmen of experience and ability in that special 
“fine, whether the man be the actuary or the 
medical director, and it should not be attempted 
by any company, as has been pointed out in vari- 
is papers, unless that company shall be equip- 
ped with the necessary actuarial and medical 
p experience. In this connection I want to ex- 
press appreciation—and in doing so I feel 
® sure that I reflect the sentiment of all those 
here present—of the liberality and generosity 
Poi the New York Life Insurance Company 
Pevidenced by the publication of its experience 
in detail in various classes of sub-standard busi- 
ness, 

The second fundamental clement in this ques- 
tion is the fixing of premium rates, reserves 
and surrender values and the basis on which 

F these should be calculated. These two elements 
§ should be kept entirely separate and distinct. 
F Itis the failure to so separate them which has, 
E inmy opinion, led to so much uncertainty, hesita- 

tion and indecision regarding the proper method 
Sof calculating premiums, reserves and_ sur- 
Ptender values. Now I think it is generally 
Packnowledged that the Medico-Actuarial or 
the American Men Table, preferably the latter, 

p must generally be depended upon to find the 
q extra rate of mortality as compared with the 
p tate among standard lives, in any special class 

of extra-hazardous risks. The reasons for the 
| Preference for the American Men Table need 
~ hot be mentioned here, but it is valuable for 

4 that purpose. We must have a table which 
4 fepresents, as far as possible, the actual present 
p fate and trend of mortality among insured 
p lives, in order to make a proper comparison 
p between the actual rate, as found by special 
F investigation in various classes of substandard 
4 lives, but, in my opinion, we should not and 

Cannot use any other basis than the legal stand- 

‘ @td (which is, generally, the American Ex- 
4 Perience Table), in making our.premiums and 

eo 


Address delivered before the American Institute of 
Actuaries at St. Louis. 


By F. S. WITHINGTON 
reserves and surrender values. I believe if the 
legal aspects of the subject are kept clearly be- 
fore us, we will avoid confusion of ideas re- 
garding these matters. 

The basis and methods of determining the 
extra rate of mortality are not fixed by any law. 
The company can legally use whatever basis and 
method it chooses for that purpose, and there 
is where the liberality or illiberality of the 
treatment of substandard business can come in. 
The basis and methcd must be left to the in- 
dividual judgment of the company’s actuary 
and medical director, but, having once estab- 
lished the classification according to rate of 
mortality by whatever basis or method, we 
must, I firmly believe, use that percentage or 
rate of extra mortality as a multiple of the 
American Experience Table or the legal stand- 
ard. Now I am not claiming that the Ameri- 
can Experience Table is a perfect table. It 
has its defects just as any other table has its 
No table of mortality can possibly 
It is merely 


defects. 
be made perfect in all respects. 
a standard of measurement, representing, an 
average rate of mortality which has been 
proved to be eminently safe and conservative. 
As a matter of fact the American Experience 
is, on the whole, much more conservative than 
the American Men Table. In order to illus- 
trate this more clearly I would like to intro- 
duce as a part of this discussion a short com- 
parative table of the rates of mortality (q,) 
between the American Experience and the 
Men 


same herewith: 


American Tables. I beg to present the 


COMPARISON OF MORTALITY RATES, AMERI- 
CAN EXPERIENCE AND AMERICAN 
MEN TABLES 


\m. Am, Diff., 
Exp. Men (5) % of 
L900 qx. 1000 qx. Diff. Am, Exp. 
7.638 3. 4.17 { 
7.66 3.53 1.15 53.9 
1.06 
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3.96 
3°89 
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1000.00 666.67 
1000.00 1000.00 


In order that those unfamiliar 
actuarial aspects of this subject may not mis- 
construe or draw a wrong conclusion from the 
above comparison, I will explain that the dif- 
ferences in the net premiums calculated by both 
the American Experience and American Men 
roughly 


with the 


Tables would be, on the average, 
speaking, only about one-half of the differences 
in the rates of mortality shown above. Henry 
Moir, by the way, has very clearly stated this 
fact in a reported discussion of this subject at 
the recent meeting of the Actuarial Society of 
America. It may be also advisable, for the 
same reason, to state that the corresponding 


reserves by the American Men Table would be, 





on the average, and, as a rule, larger than the re- 
serves by the American Experience Table, now 
in use by the companies, notwithstanding the 
fact that the net premiums would be smaller. 

It will be seen by this comparison, which | 
have reduced to percentages of the American 
Experience Table q,, that the American Men 
Table shows a considerably lower rate of 
mortality at ages younger than 61 than does 
the American Experience Table. This differ- 
ence progressively decreases until age 60. From 
ages 61 to 68 the American Experience rate 
of ‘mortality is very slightly lower than the 
American Men Table, while from ages 68 to 

the table limit, it becomes increasingly and 
progressively higher than the American Men 
Table. While those differences would seem to 
demonstrate the fact that the American Experi- 
ence Table does not follow strictly the present 
facts as far as curve or incidence of mortality 
is concerned, it will be seen, I think, that on 
the whole the rate of mortality by the Ameri- 
can Experience Table is much safer and more 
satisfactory as a basis for premiums for sub- 
standard business, because, as I have always 
maintained, it is absolutely essential for us to 
have at least the same relative gain from 
mortality on substandard as we have from 
standard business in order to do the business 
at a satisfactory rate of profit and with entire 
safety to all policyholders. But, whether we 
think we need that gain or not, we must, in my 
opinion, base the premiums on the American 
Experience Table, for the reasons I have given. 
Now it should not be so much the concern of 
a company as to the reserves which should be 
set aside on substandard business, as it is to fix 
the premium or the amount of money which the 
company is going to get from the insured to 
carry the risk. That is the first consideration 
which would be in my mind as an actuary of 
a company. I think if that is properly fixed, 
reserves and surrender values will take care of 
themselves by the usual legalized formulas. As 
far as participating and non-participating poli- 
cies are concerned, I do not think that there 
should be any difference in basis or method of 
computing net premiums. The difference should 
be a matter of loading on the net premiums, and 
it is in the fixing of the loading and of divi- 
dends on participating policies that the Ameri- 
can Men Table can also be used to great ad- 
vantage. In that connection also I want to refer 
to T. A. Phillips’ discussion at the last meeting 
of the Institute, in the matter of determination 
of dividends on substandard policies. I think 
that his suggestions in that discussion (Page 
213 of the “Record” of June, 1922) are most 
valuable and pertinent and can be followed with 
entire safety and satisfaction. 

There is another aspect and point in con- 
nection with this subject which seems to have 
been overlooked. It has not, to my knowledge, 
been mentioned in any of the papers or dis- 
cussions. It is the fact that we have, in all 
but three States of this nation (the three ex- 
ceptions being District of Columbia, Georgia and 
Nevada) anti-discrimination laws, the language 
of one paragraph of these laws being practi- 
cally identical in all of these States. In order 





THE SPECT aAstOR Thursday 


LIFE INSURANCE SECTION 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 

Contract as good as the best, with exclusive 
rights. 

Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 











to bring this more clearly before the meeting, ity for a good many years to come, particularly 
I want to quote an extract from the Illinois in view of our experience during the influenza 


law. This reads as follows: “No life insur- epidemic. 

ance company or association organized under Finally, let me say that I trust we will not 
the laws of this State, or doing business with- allow our desire for the adoption of a theoretic- 
in the limits of the same, shall make or per- ally exact standard of mortality to cloud our 


mit any distinction or discrimination between better judgment in these matters. 
insurants of the same class and equal expecta- pea oo 

tion of life, in its established rates; nor in the E. A. HAMILTON ENTERTAINS 
charging, collecting, demanding or receiving of 


: ; aye 2 Number of Casualty Executives Guests of 
the amount of premium for insurants of the 


Fidelity and Deposit Company Head 

I. A. Hamilton, executive head of the Fidel- 
ity and Deposit Company, entertained on Ar- 
mistice Day a number of casualty and surety 
executives whom he had invited to Baltimore 
for the closing races of the season at Pimlico, 


same class and equal expectation of life; nor 
in the return ratably of premium, dividends or 
other benefits, accruing, or that may accrue, to 
such insurants as aforesaid. * * *” 

There is very slight variation in the phrase- 
ology of this law in the States which have 





enacted it. The California law, for instance, 
reads as follows: “No life insurance com- 
pany doing business in this State shall make 
or permit any distinction or discrimination in 
favor of individuals between insurants (the in- 
sured) of the same class and equal expecta- 
tion of life in the amount or payment of pre- 
miums or rates charged for policies of life or 
endowment insurance, or in the dividends or 
other benefits payable thereon, or in any other 
of the terms and conditions of the contracts it 
kook OK” 





makes ; 
If these laws mean anything, it seems to me 


One of Illinois oldest and best 


obvious that they mean that the company must : e 
companies. Organized 1897. 


base its premiums on the rate of mortality and 


that that rate is the governing factor. That imtinwetheaae. 
means, then, that we cannot give to a substand- 2700, 


ard insurant a benefit equal to that which we surance in force $107,000,000. 
give the standard insurant. Those laws, in con- Purely mutual. 


nection with the fact that we have a legal stand- 
Full coverage contracts. Or- 


dinary Life — Installment — 


ard for net premiums and reserves, would seem 
to fix the procedure which must be followed in 


handling substandard business. Double Indemnity — Term — 
In other words, we can legally use any table 20-Pay Savings. 

we like or any reasonable and consistent method 

we like to determine the rate of mortality, but The best for the policyholder 

having once determined that rate, we must base and agent. 

our premiums and equivalent benefits on the 

said rate and on the legal standard prescribed Operating in 19 States. For 

in the statutes of the States in which we are territory write today 


doing business. It is not a question of what 
we now prefer as a legal standard. That is 
fixed for us by the State statutes, and it is quite AGENCY DEPARTMENT 


obvious to me that there will be no change in 








the fundamental and legal standard of mortal- 
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T, F. Lawrence Addresses St. Louis Agency 


Speaking before the St. Louis Agency of the 
Missouri State Life, Vice-President T. F. 
Lawrence said in part: 

“Your agency here produced some very nice 
groups, the group production in St. Louis be- 
ing headed by Thomas J. Farris, who produced 
a splendid big group of over $600,000 of busi- 
ness, thereby qualifying for the Pacific Coast 
trip by group alone. Congratulations to Mr. 
Farris! He always comes to the front. While 
we wrote, as I say, some very nice groups in 
October, the results for group insurance from 
that effort are soon to come. I understand the 
group department is snowed under with live 
prospects which have been developed this last 
month and which will be closed between now 
and the end of the year. 

“When we first entered the group business 
and the accident business, we were actuated not 
only by the fact that we felt both those lines 
were valuable of themselves to the company— 
expecting to build them to importance equal 
to that of our regular life business, but because 
we felt they would benefit you in giving you 
additional direct opportunities to increase your 
income and also for the indirect benefits they 
would give you in increasing your life pro- 
duction. Our expectations from both depart- 
ments have all been realized in this respect. 
This October-Group Month—we have had the 
greatest production from the entire agency or- 
ganization of regular life business in the entire 
history of the company and we have done a 
good big business in group. Last February— 
accident month in the St. Louis City Agency 
—the agency did a big accident business and 
the biggest life business in the history of the 
agency. 

“As you know, November has been desig- 
nated as ‘Accident Insurance Month.’ In my 
opinion, you are mighty fortunate that you 
have an accident department and this great 
opportunity given you. You have a tremend- 
ous advantage over the men who have the lim- 
ited program of life insurance only, for you 
can outline a complete insurance program for 
your clients. You have not fully protected a 
man with an insurance program when you have 
provided for his old age and family after his 
death only. To do so you must insure his in- 
come in case of temporary disability due to 
accident or disease. 

“From a selling standpoint, accident insurance 
is a quick sale. It is a splendid addition to 
your income both directly and indirectly, as 
your life policyholders should eventually carry 
accident insurance with you and vice versa. 
Many men who will not buy life insurance now 
will buy accident insurance, and then having 
become your clients and your prospects for life 
insurance in the future you have the best 
possible approach to them at any time. 

“We all know that when we work we write 
We all know that the hardest thing 
is to work systematicaliy, regularly, and to 
produce systematically. To my mind, nothing 


business 


will do more to make a man systematic and a 
systematic producer and a regular weekly pro- 


ducer than the working of accident insurance 
for itself and as a preliminary to life insurance. 
You will see people you will not otherwise see. 

“T hope to see every one of you have a suc- 
cessful month in accident insurance. I know 
you will if you will start out to-morrow morn- 
ing to see the people and expose yourself to 
I know that if you do so you will not 
only produce a large volume of accident insur- 
ance, but as a result will increase your life 
production and I expect to see the month of 
November the biggest month of production in 
all lines of the company’s business as a result 
of this accident insurance campaign we have 


sales. 


ever had. 

“You have every advantage with you. You 
have a company not only well known, but 
favorably known to the people of St. Louis as 
a great company, destined to be the greatest 
institution in the city of St. Louis, and you 
have the best policy contracts on the market. 
The very best accident insurance men in the 
big cities of the country have told me our 
policies were not only as good as any other 
company’s, but better. They lead the field and 
comparisons show it.” 


Dependent 
By Henry P. Burr 

When William Brown was born, his father 
took out a little $200 policy on him and felt 
that he was starting his son out right into the 
world by sowing the seed of thrift. 

As William grew a little older he would ask 
his daddy for a penny, later on he learned the 
value of a nickel and instead of a penny he 
wanted a nickel. 

Now our boy has grown into his teens and 
he needs money for baseball, carfare and other 
incidentals, that boys might Daddy 
buys his incidentals, clothing, gives him money 
for church, still pays his insurance premiums 
and furnishes him spending money besides for 
unforeseen expenses that pop up now and then. 

As the years roll around, the twenties are 
reached; still dad is the financier. A full-dress 
suit is needed for William's school banquet, 
money for flowers to send Mary for the school 
dance, the taxie fare, and to-morrow he plays 


desire. 


his first game of goif and an outfit is required. 

William is working, of course, but spending 
every cent on pleasures, as he feels that his 
father is wealthy, and why should he have to 
save any of his money? 

The great event of a man’s and girl’s life has 
arrived—William and Mary are engaged. Wil- 
liam tells father about his not having the money 
to pay in full for the ring. Thus daddy gives 
him a check willingly for the full amount. 

The second event has arrived—William and 
Mary are married, and just as happy as two lit- 
tle doves. Daddy for a wedding present gives 
them a-furnished house. 

One day while William is playing golf, one 
of his pals happens to speak of his being in the 
insurance business, and, laughing, asks Wil- 
William 


liam if he is carrying any insurance. 
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tells him he does not believe in saving money, 
because when his father dies he will be quite 
well off. During the game they talk over in- 
surance but it is gradually put aside when Mary 
arrives on the scene. 

William’s father and mother have died, fail- 
ure in business having caused the father’s death 
and grief the mother’s. William misses his 
parents, especially his dad, because whenever he 
was a little short there was always a check 
book brought out to his assistance. 

William begins to feel pains around his lungs 
and is soon confined to bed with a bad case of 
pneumonia. He steadily grows worse; he begins 
to worry; his house is mortgaged—this is about 
due; Mary will soon give birth to a junior, and 
he only has the $200 policy that daddy took out 
for him when he was born. 

Well, to make a long story short, there is 
crape on the door. William passed from this 
world into the Great Beyond, leaving a wife 
who was confined to her bed, with only $200 to 
carry her and the child through this world. 

Boys and men, this story can be told about 
any one of you, if you do not think about the 
future. 

Do not be dependent but independent, which 
insurance makes you. 


A Timely Christmas Leaflet for Use of 
Agents 

Life insurance agents will find the leaflet en- 
titled “Out of the Mouths of Babes,” by William 
T. Nash, a very effective canvassing document 
at this time of the year, as it accentuates the 
desirability of life insurance policies as Christ- 
mas presents. 

This valuable leaflet may be obtained from 
The Spectator Company, New York. 


CLEVELAND, Onto, November 4.—Darby A. Day, 
manager of the Mutual Life at Chicago, addressed 
more than 500 life managers and agents, members of 
the Cleveland Life Underwriters Association, in the 
ball room of Hotel Winton after a noon luncheon 
Thursday. Mr. Day placed particular stress on in- 
come insurance and urged agents to provide for their 
clients’ families so far as possible with insurance that 
can not be taken away from them by schemers who 
endeavor to invest their money in fly-by-night and get- 
rich-quick concerns. 


Shy | ER a RR 
A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 


You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
RT EEE EES CR 





Madison, Conn. 
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Use This Insurance Selling Idea 


By Frank H. WILLIAMS 


All schools nowdays welcome anything which 
enables them to give a practical application to 
the studies under consideration. 

So it would be a welcome 
schools if the insurance agency or insurance 


idea in most 
salesman would turn over some of his sample 
policies and rate data to the schools and ask 
them to work out some statistics as to the best 
form of insurance and the best amount of in- 
surance for men in various circumstances to 
buy. 

Most mathematics instructors would welcome 
such a practical application of mathematics 
to their class work and most students would 
tackle the problems with much more enthu- 
siasm than they would ever give to the con- 
sideration of the usual dry-as-dust lessons. So 
from an educational standpoint this would be 
a very good proposition indeed. 

And from a publicity standpoint and the 
standpoint of a _ business-building proposition 
for the salesman it 
would be a very good thing indeed. 

In the first place the mere fact that the mathe- 
matics students in classes in the local schools 
were working on such problems would mean a 
lot of publicity for the agency or for the insur- 
ance salesman because the students would nat- 
urally talk about the problems among themselves 
and in their families and while doing this. they 
would mention the name of the agency or the 


agency or the insurance 


salesman. This would get a-great amount of 
highly valuable word-of-mouth advertising 


for the company whose sample policies were 
being used in the problems and for the agency 
or salesman representing the company. This 
word-of-mouth advertising would mark the 
company and the agency or salesman as live- 
wire propositions and this would, unquestion- 
ably, help greatly in selling more insurance. 

But it would be in the publicity secured after 
the completion of the work by the students 
that the agency or salesman would most greatly 
profit. 

When the students had completed their con- 
sideration of the concrete problems presented to 
them and the agency or salesman should see to 
it that some typical insurance problems were 
given for the consideration of the classes the 
material worked out by the students should be 
played up in newspaper advertisements. 

This would build business, but the agency of 
the salesman could cash in still further on 
the student by getting all the papers turned 
in by the students to their instructors and by 
then writing personal letters to all of the stu- 
dents complimenting them on the way they 
solved the problems and urging them to make 
the right start in life as soon as possible by 
buying insurance policies of their own. 

In addition to this it would be a good plan 
to send personal letters to all the fathers of 
the students turning in answers to the problems 
and to urge all the fathers to take out insurance 
which would be sure to safeguard the further 
education of their children in the event of an 


untoward happening. These letters, too, could 
urge the fathers to get their children started 
on the right track early in life by helping the 
young people in taking out insurance policies. 

In connection with all this it might be a good 
plan to offer a prize to the student who turned 
in the best and most satisfactory answer from 
every viewpoint on either of the two problems 
in the answer 
which would be the biggest help to the sales- 


or to the student who turned 


man in going out and selling insurance. This 
prize could be $10 or something like that. And 


it would net only stimulate the students to 
take greater interest in the problems and to 
work harder at solving them and in this way 
make the results more satisfactory from the 
standpoint of the agency or salesman, but it 
would also make the some- 
thing about the stunt which would give more 
publicity to the event. 

Of course the problems suggested above need 


newspapers rut 


not be the ones. used. 
be used which 
isurance that young men starting in business 


Instead, problems could 
would concern the amount of 
should take or something of that sort which 
would more nearly strike home to the students 
engaged on the solution of the problems. 


Go After That Group Business 

In urging its representatives to write life in- 
surance on a wholesale basis, either under group 
policies or plans similar to group for employ- 
ers without enough workers to qualify under 
the law for group insurance, the Travelers In- 
surance Company of Hartford cites the case of 
George W. Schmitz of Antigo, Wis. He closed 
four small wholesale December last 
year and since then has succeeded in getting 
four individual life policies for a total of $20,- 
000 and one accident policy from employees of 


cases in 


one concern and eight individual life policies for 
$23,000, two accident and one automobile pol- 
icy from the employees of another. 

It is also pointed out that while the writing 
of group insurance is not a seasonal undertak- 
ing, still the records of the past few years show 
that December issues lead the average for other 
months in the proportion of about four to one. 

In the few short years since the first group 
policy of life insurance was written the Travel- 
ers alone has paid 13,000 death claims, with 
an average amount per claim of $950 to $1000. 
It has also paid 450 permanent total disability 
claims under group certificates. 


How Our Special Service Bureau Works 

“On September 13 we wrote you requesting 
that you bear us in mind relative to securing 
an agency for some’ good insurance company 
writing casualty insurance. We wish to advise 
that we are now connected with the Royal In- 
demnity Company, which will take care of all 
Thanking you for your 
interest, we are, very truly yours, R. P. Baylor 
& Company, Baltimore, Md.” 


our casualty business. 


18 


Thursday 


Would Reopen American Insurance Union 
Case 

ToreKA, Kan., Nov. 6.—The Kansas Insyr. 
ance Department would be highly pleased if the 
convention of Insurance Commissioners at the 
December meeting in New York should deter- 
mine upon a reopening of the examination of 
the American Insurance Union. Kansas will be 
at the hearing “loaded for b’ar,” according to 
the announcement of Col. Frank L. Travis, 
Superintendent of Insurance. 

The insurance papers have been printing a 
good deal about the examination and the minor. 
ity report of the Kansas Department examiners, 
The Pennsylvania Department has suggested 
that the examination ought to be taken up at the 
next meeting of the commissioners. Colonel 
Travis has refused to discuss the examination 
or the majority or minority reports, except to 
say that he hoped it would be reopened. 

He has sent a telegram to Joseph Button, 
Insurance Commissioner of Virginia and chair. 
man of the examinations committee of the Na- 
tional Association. This telegram advised that 
the A. I. U. examination ought to be opened be- 
fere the Commissioners and that Kansas would 
be highly pleased if it were done. 





New York University Course 


New York University’s life insurance train- 


ing course opened last month with an over-en- 
rollment. The number of students is limited to 
sixty-seven in each of the three terms of the 
year, and a number of applicants were obliged 
to wait until the winter term, which starts the 
first week in January. 

The director of the course is Griffin M. Love- 
lace, formerly director at Carnegie Tech.» The 
other members of the faculty are, James E. 
Bragg, instructor in life insurance, and N. L. 


Hoopingarner, instructor in the psychology of. 


selling life insurance. Mr. Bragg is a life 
insurance salesman, a graduate of the Carnegie 
Tech course, and is secretary of the New York 
Life Underwriters Association. Last summer 
he was one of the instructors in the summer 
school in life insurance salesmanship at Okla- 
homa University. 


When Competition Is Ended 

The Insurance Commissioner of Montana has 
ruled as follows on the question, when should 
competition cease in the solicitation of applica- 
tions for life insurance: 

“Competition in all cases must cease after an 
application has been signed and a_ settlement 
made on account of the first year’s premium— 
such settlement to consist of cash for the full 


amount of the first premium or a part of the 


first premium; or a note for the amount of 
the premium; or part cash and part note. 
“Any agent found guilty of ‘twisting poli- 
cies’ or of violating the above ruling will be 
nctified to appear before this department to show 
cause why his license should not be revoked.” 


—L. B. Rogerson, brother of Vice-President William 

T. Rogerson; of the Life- Insurance Company of 

Virginia, died suddenly at his home in Petersburg, Vay 
last Friday. 
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How TO DOUBLE YOUR 
INCOME 





Good Advice for Ambitious Life In- 


surance Agents 





SH LEAFLETS PREPARE YOUR 
; PROSPECTS 





Yu Can Thus Devote Your Time to 


Securing Applications 


Go into the office of any successful lawyer 
and what do you find? Books and law journals 
-stacks of them. Go into the office of any 
qocessful doctor and what do you find there? 
books and medical journals everywhere. Go 
into the office of any successful manufacturer, 
of any successful merchant, of any successful 
life insurance salesman and it is the same; 
hooks, the latest trade journals and the best 
{erature pertaining to each business. 

Why is it that one life insurance salesman 
ams $10,000 or more a year. while another, 
representing the same company, carrying the 
game tate book, soliciting in the same territory, 
ad putting in the same number of hours each 
day, earns only $1000? It is because one studies 
nore, thinks more, uses his head more than the 
gther. It isn't how hard you work, but how 
intelligently you work, You can work as hard 
moving a load of coal with a teaspoon as with 
awheelbarrow. You can work as hard doing 
the wrony thing as you can doing the right 


thing, It isn’t how many miles you walk, or 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past’ history and 
Address, 


reference. 


wy 


_ STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 











THE 
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LIFE INSURANCE SECTION 


the number of people you see; it is how much 


good, hard thinking and studying and planning 
you do to prepare yourself for meeting the 
people you call upon. Anybody can get over 
the ground and see people; but how many do 
any really hard work at thinking and planning? 
There is less competition in thinking than in 
cnything else that men do. That is why so 
many are failures and it is why the practical, 
hard-thinking student of his business is a suc- 


cess, 
Brain Power, Not Muscre, SELtts INSURANCE 

If you are a constant reader and user of the 
best insurance literature to be had and are a 
diligent student in everything that pertains to 
selling insurance, your hard work will be in- 
telligently directed and you will not need to 
worry about your income. It isn’t muscle power 
that sells life insurance, it is brain power; a 
mind well informed and trained in every phase 
of life insurance salesmanship and life insurance 
service. 

The most convincing and effective publica- 
tions used to-day by life insurance companies 
Millions 
of these booklets and leaflets written by William 


and agents are those listed herewith. 


T. Nash, and published by The Spectator Com- 
pany, are in daily use, and millions of dollars 
of life insurance is being sold annually as a 
result of their careful study by agents and their 
systematic distribution among prospects. It is 
not uncommon for an agent to secure an ap- 
plication for $25,000, $50,000 or even $100,000, 
wholly as a result of a prospect having read 
one of these little leaflets and which had cost 
that agent or his company only a few cents. 
These publications in themselves, when read 
and re-read over and over again, are invaluable 
te the agent; they amount to a thorough and 
practical education in life insurance salesman- 
ship and an education such as would be im- 
possible for him to obtain in any other way, 
at any cost. And when liberally distributed 
among an agent’s prospects, their value is many 
times multiplied, since it has been proved, over 
and over again, that these leaflets actually make 
men want life insurance and also make their 
The agent, there- 
fore, instead of having to spend his valuable 


wives want them to have tt. 


time explaining what life insurance will do, 
and in trying to interest a prospect, all of which 
these leaflets already have done, devotes his time 
entirely to securing the application. 


Wuy Some Acents Meet DEFEAT 
Many able closers, nevertheless, are small pro- 
They go down before closing time is 
reached. They meet defeat in the preliminary 
work of getting an uninterested prospect to 
listen and consider with an open mind. The 
rebuffs and indifference so often met with at 


aucers. 


the beginning are offensive to them—and right 
here is where many otherwise able solicitors 
fail. But why spend so much patience and time 
trying to talk to men who are not interested in 
life insurance, when these leaflets will arouse an 
interest and pave the way for an interview that 
will be not only mutually agreeable and pleasant, 


(Continued on page 22) 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 
NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 


GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 














Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 


for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| See eee ee Pere 
Twenty Payment Life...... . $167.10 
Twenty Year Endowment. ...$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. H, 

















BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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Persistency 
By Percy 


Possibly one of the most interesting subjects 
which life insurance executives are studying to- 
day is what is known as the conservation of 
business. To my mind conservation of business 
has to do with the care of business that has 
been written. I prefer the expression “persis- 
tency of business,” for the reason that in my 
judgment the persistency depends as much upon 
the manner in which the business is written as 
the steps taken to conserve it after it has once 
been placed on the books. I trust that no one 
will think that this present study is intended to 
emphasize the record of the company with which 
1 am connected. It is well recognized that 
the Mutual Benefit has a remarkable record for 
the persistency of its business—and this paper 
will deal almost entirely with the record of the 
Mutual Benefit. The fact that the company has 
had such an enviable record for the persistency 
of its business will, I hope, make this study of 
more than ordinary interest to the representa- 
tives of other companies. 

A certain amount of the new business which 
a company writes is required to offset business 
The balance results in an increase 
The ratio of the in- 


terminated. 
in the insurance in force. 
crease to the new business has, therefore, some 
significance. Like other ratios it has its faults. 
One company may write a very much larger 
amount of new business in proportion to its in- 
surance in force than another. If the persis- 
tency of business is alike in each company, the 
company writing the larger proportion of new 
business will naturally show the larger ratio of 
increase to new business. For example, in 1921 
the Mutual Benefit increased its insurance in 
force by 62.27 per cent of the new business 
written, another company increased its insurance 
in force by 64.86 per cent. The Mutual Benefit’s 
new business was less than 13 per cent of the 
insurance in force at the beginning of the year; 
whereas, the other company’s new business was 
over 18 per cent. The ratio of increase to new 
business cannot, then, be relied upon as a fair 
measure of the relative value of new business 
unless the proportion of new business written is 
taken into account. 

There is another ratio which is of interest; 
namely, the ratio of insurance ceased to insur- 
ance in force at the beginning of the year. A 
company which is writing a large new business 
in proportion to the insurance in force will 
probably show a fairly high ratio of ceased 
business to insurance in force. This fact would 
have to be taken into account in drawing any 
conclusions from this second ratio. 

Let us consider these two ratios together. 
The first, namely, that of the increase to the new 
business, is a ratio which each company wishes 
to have as high as possible. The second, 
namely, the ceased to insurance in force, each 
company wishes to have as low as possible. If 
we divide the first ratio by the second, we have 
what I call the critical ratio. Since this critical 
ratio consists of a numerator which we wish to 
have as large as possible and a denominator 
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Thursday 


of Business 
C. H. Papps 


which we wish to have as small as Possible 
it is desirable to have the resulting critical rat 
as large as possible. If a company is Writing g 
large amount of new business in Proportion to 
its insurance in force, this will tend to increase 
unduly the numerator of the fraction but it will 
also tend to increase the denominator, To some 
extent at least, the variations in the Proportion 
cf new business between different Companies 
are offset in the critical ratio. 

There is a very general impression that Policy 
loans are responsible for the termination of 4 
good many policies. It stands to reason that a 
policy loan does increase the danger of the pol- 
icy being terminated. It might be expected that 
the companies showing the largest Proportion 
of their assets invested in policy loans would 
show the highest percentages of terminations 
Inasmuch as the critical ratio, to some extent 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 











PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires i 
any of the above States. Commit: 
nicate with us. 
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at least, offsets the effect of a varying propor- 
tion of new business in different companies, it 
may be used to study the question of whether 
there is any correlation between the persistency 
of the business of different companies and the 
percentage of assets invested in policy loans. 

It must be recognized that a policyholder who 
has allowed his insurance to terminate is per- 
haps the most difficult influence which the agent 
has to meet. The ordinary policyholder does 
not discriminate in his mind between different 
companies to anything like the same extent as 
the man who actively represents one of our com- 
panies. We must, therefore, bear in mind that 
no matter by what standard we may test the 
persistency of our business, it will be to the 
advantage of the companies standing highest on 
the list that the other companies should ap- 
proach their record as closely as possible. 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 
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E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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Making the Approach 

Two forms of approach that should never be 
used: 

“Are you in the market for life insurance?” 

“T have called to sell you some life insurance.” 

An approach that has many advantages is 
this: 

“Have you all of your life insurance needs 
adequately covered ?” 

This approach is It compels 
thought, and more than any other form of 
approach tends to open the way to a definite 
discussion of specific needs that life insurance 
supplies. 


suggestive. 


It is approaching the subject from the right 
angle. You open the conversation on the basis 
of the prospect’s needs and the result is his 
attention is at once centered on his own in- 
terests. 

The prospect is apt to reply, “Just what do 
you mean?” which is an invitation to you to 
enumerate his various needs and to explain how 
beautifully a security policy will meet each one 
of them. 


’ 


It is an approach that will disturb the com- 


placency of prospects. A discussion 
opened or plan suggested by it will quickly dis- 
close to the prospect who has a small amount 


with it, 


many 


of insurance and has been satisfied 
that the amount of his insurance is pitfully 
inadequate. He will see that he has vital needs 
that should be covered by insurance that he 
has not even seriously considered. 

It is an approach that can hardly be answered 
by “yes” or “no,” and so serves to open a real 
interview. That is all that a salesman asks for 
and he will know how to guide the conversation 
along the way to the point where the applica- 


tion waits to be signed. 


First Compensation Case Goes to Utah 
Court of Equity 

Satrt Lake City, Uran, November 14.—The 
first Utah workmen’s compensation cases to go 
to a court of equity will be that of the depend- 
ents of Rasmus H. Neilson vs. the Continental 
Casualty Company. Neilson lost his life in an 
accident whilst working for the Elaterate Var- 
nish and Rubber Company, but the policy was 
made out in the name of another employer. 
The award was approved by the Industrial 
Commission, but an appeal was made. 


Robbing Yourself 


People little realize how they actually rob 
themselves through needless expenditure that 
would produce valuable insurance income. 

Our leaflet, “Robbing Yourself,” is an eye- 
opener. Send to The Spectator Company for 
sample copy and see if you do not need this 
valuable leaflet to talk for you. 


W. A. Shannon, Ontario Equitable’s Mani- 
toba Manager 
The Ontario Equitable Life has been licensed 
te transact business in the Province of Mani- 
toba. W. A. Shannon is the company’s Pro- 
vincial manager. 


—As of October 31, 1922, the Real Estate Title In- 
surance & Trust Company of Philadelplfia reports $12,- 
388,213 of assets, a capital of $1,500,000, and a surplus 
and undivided profits of $3,685,138, 





General Agency 

contract is a valu- 

able franchise, de- 

sirable because it 
recognizes personal ability 
and ambition and rewards 
them with broader fields 
of action. 


Since 1884 The Franklin 
Life Insurance Company 
has sought men of ability 
and ambition successfully; 
but there is always room for 
one more. Are you the man? 


HOME OFFICE 


Springfield Illinois 

















EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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How to Double Your Income Liberal discounts are granted on quantity 
(Continued from page 19) orders, 
- + yr a eee ’ * | 
but mutually profitable as well? When men are A Lawyer Ss Opinion of : 
interested and really want life insurance and Arkansas State Life Starts Business 
their wives and families want them to have it, Pine Brurr, Ark., November 14.—The An Insurance Agent 
the agent’s part is made comparatively easy Arkansas State Life Insurance Company has 
and many times more profitable, which any agent been granted a charter and has opened offices On the train, one evening, a lawyer jn. 
can prove for himself. By having a hundred at 120% Main street and the field organization troduced a business man to an agent of | 
or more of these publications out working for of the company will begin work in the near a prominent life insurance company, 
him day and night he is soliciting other pros- future, it was announced by A. D. Chavis, Afterward, in speaking of the agent, the 
pects, while he is away on his vacation, and legal advisor of the company. Officers are: lawyer said: 
indeed while he is asleep, an agent multiplies Earl C. Chavis, president; Dr. W. M. Chavis, a a 
his opportunities, his efforts and his income. secretary and medical director ; Percy J. Lock- ance ena that potency “He is well 
wood, vice-president. Gus Peterson is agency formed as to his business, his own com. 
LEAFLETS BY WILLIAM T. NASI manager. pany and other companies; is able and 
~~ ai aly: EEE willing to reply intelligently to inquiries. f 
Big Business and Life Insurance made by his customers and prospects, and 
Partners and Life Insurance V. P. Whitsitt Is Assistant Secretary his statements can be relied upon ab- 
aed Soiteled Man's Experience with Life Insur- Vincent P. Whitsitt has been appointed an ee the facts are favorable 
ance assistant secretary of the Association of Life : 


Insuring Your Insurance . 

Borrowing from Mary Insurance Presidents. He has been a member Every Agent Should Prepare Himself 

A Lot of Money ea a eee 

‘Ae GRE and (of the Road of the association’s staff since August, 1920. . 

es Soak Mow so that he rie _ _ —_ strong 

Giving Yourself a Chance ee x recommendation. Knowledge is ower, 

One Business Man’s Experience with Life In Thomas Carey Resigns From Chicago g P 
surance la¢? . Fy . ; 

One Doctor’s Experience with Endowment Insur ae National Life Our Educational Publications are 
ance a ; 7 [Thomas Carey, president of the Chicago Na- Prepared to Meet the Agents’ Needs 

One Farmer’s Experience with Life Insurance 

One Self-Supporting Woman and Iler Life Insur- 
ance : Boe aoe ie iv ee abil 

One Woman's Experience with a Monthly Income - order to make his future home in Califor Send 10 cents for Catalog of Insurance Works, . 

One Y Man’s Experience with Life Insurane ia. neering: Aan satiate ein eal ; ; : 

noe ie gr ack < 9a with Life Insurance - 1 His successor will be n amed at ae e irly or state the class of information desired, 

Saving What You Leave date. A report of a recent examination of 

Real Reasons for Life Insurance the company by the Illinois Insurance Depart- 


Why We Don’t Live Forever e ie: j 
The Wife’s Insurance ment shows that Mr. Carey was receiving a THE SPECTATOR COMPANY f 

salary of $12,000 a year, which was criticized 7, 
x : CHICAGO NEW YORK f 


A Great Future by the department, as the company was doing 


Methods That Win Success os aa aes 
The Story of Ed Redlich a small business. 


tional Life Insurance Company, has resigned, 


For THE INSTRUCTION OF THE AGENT 
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“Financial Status Unsurpassed” } 


A Vi & Re i C A says The Insurance Almanac in its review of. 
the progress and activities of THE GUARDIAN § 


LIFE. 


C FR ; RA The same thing could be said for the service 


which this Company renders to its field force 


and policyholders. THE GUARDIAN’s broad, 
progressive program of Agency Co-operation 
and Service to Policyholders is unsurpassed 


by any other company, and equalled by few. 


Insurance Co. If you want to know the whole story of what 


this Company is doing for its field force, address: 


INDIANAPOLIS, IND. ? 
T. LOUIS HANSEN, GEO. L. HUNT, 
Vice-President Supt. of Agencies 


Established 1899 The Guardian Life Insurance Company 
OF AMERICA 


HERBERT M = WOOLLEN Established 1860 under the Laws of the State of New York 


PRESIDENT : 
Home Office 50 Union Square, New York ~ 
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HEARD ALONG WILLIAM STREET 





The Smoke Tower 
“Ina recent fire in Brooklyn the curious thing 
developed that the employees apparently abso- 
te fy forgot the smoke tower. They were 
ed with difficulty and only the loss of one 
Me occurred. The strange thing about it is that 
he employees were accustomed to use this 
ke tower to eat their luncheons in and 
nce were quite familiar with it, but at the 
of the fire they evidently did not connect 
smoke tower with the fact that it was 
igned precisely for such occasions. Fortu- 
ly, the fire occurred after most of the em- 
“ployees had left the building, or the result might 

"have been exceedingly disastrous. 


Leo H. Waldman’s Enterprising Service 
The office of Leo H. Waldman, 3 Cedar street, 
ew York, conducts a sizable insurance brok- 
tage business, and has recently undertaken the 
issuance of a monthly paper entitled “The Pol- 
icy Holder,” which is produced in the interest of 
the patrons of the office and others. It tells 
interesting facts, having a bearing on different 
kinds of insurance and is also illustrated. H. P. 
Kirchner, Mr. Waldman’s office manager, also 
acts as editor of The Policy Holder. 


Ford Automobile Insurance Rates 

Hare & Chase, of Philadelphia, have gotten 
out a four-page circular under the above title, 
“which gives much information of interest to 
"insurance agents and brokers, as well as to Ford 
“owners. It is stated that over 6,250,000 Ford 
Model T cars have been manufactured since 
1909, and that 1,250,000 will be made in 1922; 
also that 45 per cent of cars registered through- 

| out the country are Fords. 


R. 0. Davidson Goes With Royal 
© Rk. O. Davidson has been appointed superin- 
4 tendent of the accident and health department 
j of the Royal. Mr. Davidson was. superin- 
F tendent of the accident and health department 
© of the Equitable and upon its discontinuance 
| of accident and health business joined the Pan 
4 American Insurance Company of New Orleans. 


| John A. Hastings Wins State Senatorship 
| John A. Hastings, New York State Senator, 
a flected on the Democratic ticket from the 7th 
| District, is vice-president and treasurer of the 
j All-American Insurance Brokers, Inc., and is 
| Said to be the youngest man ever to occupy the 
: office, being only twenty-two years old. 


J. P. Singleton Appointed 
q J. P. Singleton has been appointed general 
F agent for the New Zealand Insurance Com- 
Pany by Walter Stone, manager of the company. 


Recent Local Changes 
John J. Kelle, Brooklyn, N. Y., has been ap- 
Pointed Eastern district agent for the National 
| Reserve Insurance Company of Illinois. 


J. Floyd Irish Heads Meridian Mutual 

J. Floyd Irish has been elected president of 
the Meridian Mutual Fire Insurance Company 
of Indianapolis. He was formerly managing 
underwriter of the Peninsular Fire. L. S. 
MacEnaney, president of the Madison, has 
been chosen vice-president of the Meridian. 
Earl M. Henderson, vice-president of the Madi- 
son, is secretary and treasurer of the Meridian 
Mutual. 

Chicago Automobile Rate Conference 

Formed 

Cuicaco, Itt., November 14.—The new 
special advisory rate committee of the West- 
ern Automobile Underwriters Conference has 
organized by electing H. A. Miller, superintend- 
ent of the automobile department of the Insur- 
ance Company of North America, chairman; 
J. D. Vail, assistant general agent of the West- 
ern marine and transportation department, is 
vice-chairman. 


—The Underwriters Laboratories has issued a supple- 
ment, dated October, 1922, to its April, 1922, list of 
Inspected Electrical Appliances. 


Kansas Cities Reclassified 

TorpekA, Kan., November 14.—The Kansas 
insurance department rating bureau has ap- 
proved the reclassification of the city of Abilene 
and the increase of 25 per cent in the insurance 
rates of that town. The department has been 
trying for a year to get the people of Abilene 
to wake up to the fire conditions of that city 
and make some suggested improvements which 
would entitle it to retain its classification of a 
third-class rate basis. But neither the inspec- 
tion bureau or the State rating bureau could stir 
up any enthusiasm for spending the money 
necessary to make the improvements. So the 
people who buy fire insurance will get the jolt 
when they begin getting their insurance bills 
the last of the month. The city was dropped 
from the third to the four and one-half class. 

The people of Oswego will get a reduction 
of four cents a hundred on their rates at the 
same time that Abilene suffers. Oswego made 
some improvements so that the four-cent penalty 
attached to its rating as a fourth-class city was 
ne longer necessary and the business is to be 
written there at the regular fourth-class rates. 


—James J. Carey will be president, J. Gerson vice- 
president, and Edward T. Lyons secretary, of the 
company to be formed by the merger of the Columbian 
National of Detroit with the Columbian of Indianapolis. 
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A Service That Counts 


The steady increase in the number of 
Mortgagees’ Title Insurance policies we 
are writing for the Insurance Companies 
and other large investors shows that our 
service meets a real need. 


We insure titles anywhere in the United States 


Send for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 





$7,000,000 
Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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NOW READY—EDITION OF 1922-1923 


Life Insurance Law Chart 


The Life Insurance Law Chart shows in complete and comprehensive 
form the requirements as to taxation, agents, policy forms, examinations, 
valuations and publications in each State and Territory, and in Canada, 
under the following column headings: 


‘CONTENTS 
Company License Surplus Distribution Periods 
Annual Fees Total other fees Anti-Discrimination 
Expiration Company License Statements, Final Date for Filing 
Fees for Agents’ License and Date Annual 


we Local, General Tax 
sian or Special Legal Publications 1 4 < — 


Resident Agents’ La ; 
ae ama sa ” State Tax at Final Date for Pay- 
Attorney for Service ment } Any Other 


Company Examinations { When Local Taxation 
— ee - Regulations Governing Advertise- 
: oe asis minis 
Valuation of P olicies { Fee Bond to State, Agent or Company 


Non-forfeiture Warranty Declined 
Policy Form or Provisions Miscellaneous Provisions 

The Life Insurance Law Chart is compiled for THE SPECTATOR 
COMPANY by Mr. A. R. Fullerton, an expert insurance man, whose 
duties for many years have been to keep the large life insurance com- 
pany with which hoe is connected informed upon every phase of the 
legal requirements throughout the country, in which capacity he has 
become an expert, and consequently this publication is absolutely au- 
thentic. It is valuable as a checking list, in order to avoid penalties for 
non-compliance with law. 

It is printed on excellent ledger paper, is twenty-one inches wide, 
with a proportionate depth or length, and is brass tipped at top and 
bottom, so that it may be hung in a convenient and conspicuous place 
for ready reference. 

Inasmuch as many of the requirements are common to LIFE, CAS- 
UALTY, AND SURETY COMPANIES, the latter class will also be able 


to make use of it. 
PRICE $4.00 
Liberal discounts in. quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





FIRE AUTOMOBILE MARINE 


mt HAMPTON ROADS 
FIRE 4» MARINE 


Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


JAMES A. BLAINEY 
Vice-Pres. and Gen, Mgr. 


HENRY G. BARBEE 
President 


HAROLD Knox 
Secretary 




















Thousands of Legal Decisions are Contained in 


HUDDY ON AUTOMOBILES 


Sixth Edition, 1922 


This valuable reference work is of use to 
Insurance Companies, Claim Adjusters and 
Automobile Insurance Agents 


All Phases of the Law of Automobiles Covered. 
The chapter Titles are: 


——————____.., 


Te lideliiy an (sualty Cmpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. 





—1922— 


Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June 30, 1922 Over Ninety Million Dollars 








CASUALTY LINES Surety Lines 
eet FIDELITY 
COURT 
LIABILITY Cas CONTRACT 
COMPENSATION a ualty Insurance FIDUCIARY 
AUTOMOBILE DEPOSITORY 
BURGLARY and OFFIC! 
AL 
ROBBERY 
CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR 
LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















**INSURANCE THAT INSURES” 




















1. Definitions 19. Cyclists, riders and miscellane- 
2. Historical ous travelers 
3. Nature and status 20. Frightening horses 
4. Right to use highways 21. Railroad crossings 
5. Statutory regulations 22. Street railways 
6. Municipal ordinances 23. Liability of owner for conduct 
7. Federal control over motoring of driver 
8. Licensing and registration 24. Status of guests and passengers 
9. Jitneys, taxicabs and public 25. Safety of highway for automo- 
carriage for hire bilists 
10. Private carriage for hire 26. Measure of damages for injury 
11. Garages to automobile 
12. Chauffeurs 27. Criminal liability 
13. Miscellaneous subjects of regu- 28. The manufacturer 
lation 29. INSURANCE 
14. Law of the road 30. Sales 
15. Negligence, in general 31. Liens 
16. Collisions with other vehicles 32. Evidence 
17. Collisions with pedestrians 33. Forfeiture of vehicle for viola- 
18. Contributory negligence of pe- tion of law 


destrians 


1382 Royal Octavo Pages 
Price, $12. 


THE SPECTATOR COMPANY 
Selling -Agents 


CHICAGO 


NEW YORK 











FIRE INSURANCE LAW CHART 


This very convenient chart, issued annually by The Spectator Company, contains in 
tabular form a summary of special State Laws relating to statements required of fire insur- 
ance companies, and other matters. Its purpose is to show what States have standard policy, 
valued policy, resident agents, anti-coinsurance and anti-compact laws, or those prohibiting 
reinsurance in authorized companies or requiring commissions to be paid to resident agents. 
It also gives the final date when annual statements may be filed and fees for filing same; 
when tax statements are required, and percentage of tax; the date of expiration of local agents’ 
licenses and license fees. The information is given regarding each of the first seven subjects 
by asimple “‘yes” or ‘“‘no”’, for each State; under the other headlines the information is given 
complete, dates, amounts, etc., in full. Variations are amply covered by explanatory foot- 
notes. It also presents data as to deposits, the United States corporation income tax, anti- 
discrimination laws, deposit laws, classification of business required, etc. 

The chart is printed in two colors, the word “yes” appearing in red in every instance, 
and the word “no” in black. The chart is brass tipped top and bottom, and is printed on 
excellent bond paper, so that it may be suspended in a convenient place for ready reference. 
It is valuable as a checking list, in order to avoid penalties for non-compliance with laws. 

This chart is designed to solve many vexatious questions that arise as to the require- 
ments of the different States upon the points enumerated. In this Chart the answers can 
be seen at a glance. The compilation has been made with great care, involving much labor 
and research. Having been approved by the officials of the various Insurance Departments, 
it can be accepted as correct in all its details. It is also valuable as a checking list. 


PRICE $3.00 


Liberal discounts in quantities 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW VOR 
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AT THE CAPITAL 





Assessment Plan on Parcel Post 
Dropped 





AMERICAN EXPRESS SEEKS HIGHER 
RATES 





Files Application with Interstate Commerce 
Commission—Cites Big Loss 

Wasuincton, D. C., November 13.—Insur- 
ance companies that ship supplies to their agents 
by parcel post need not fear that the flat charge 
of three cents per package, which it was 
rumored would be assessed upon parcel post 
matter beginning January 1, will go into effect. 
Reports that such action was contemplated have 
heen set at rest by officials of the Post Office 
Department, who, while admitting that the rates 
on parcel post packages and other classes of 
mail have been the subject of study for some 
time, assert the department has neither the in- 
tention nor the authority to make a flat charge. 

“The matter of a general readjustment of 
postage rates, including parcel post rates, is 
receiving attention,” it was stated, “but no 
change has as yet been decided upon. Arrange- 
ments are being made to collect data as to 
weight, number of pieces, etc., with respect to 
mail, with a view to ascertaining the cost of 
carrying and handling the various classes. It 
is not known at this time when these results 
will be available.” 

Application for authority to increase its rates 
has been made to the Interstate Commerce Com- 
mission by the American Railway Express 
Company as a counter-attack to the application 
for reductions made by business interests on 
which a hearing will be held beginning Novem- 
ber 20. It is claimed by the express company 
that during the period of Federal control a loss 
of more than $70,000,000 was incurred by the 
Government, while during the calendar year 
1921, with a total gross revenue of $298,976,- 
391 and expenses of approximately $338,147,782, 
a deficit of more than $39,000,000 was piled up. 
For the current year it is estimated the deficit 
will be $13,000,000. 


Three Companies Increase Dividends 

Among the companies which show an increase 
in the dividend schedule for 1923 are the Home 
Life of New York, the John Hancock Mutual 
and the Provident Life and Trust Company. 
The first named company shows a particularly 
substantial increase. 


Arson in Texas 
Tex., November 14.—Statistics 
compiled by the Texas attorney general’s de- 
Partment for a period of two years show the 
following record on arson in Texas: Indict- 
ments returned, 106; trials, 35; convictions, 15, 
and acquittals, 16. 


AUSTIN, 


NEW RATING BODY 





Texas Compensation Bureau Will Be 
Name of New Organization 





WILL BE MANAGED BY BOARD 





J. C. Bradley of Dallas to Be General 
Manager 

AusTIN, TEx., November 14.—The Texas 
Compensation Bureau, the name under which 
the new independent, non-partisan rating bureau 
that is to administer the Texas Workmen’s Com- 
pensation Insurance Law, will commence opera- 
tions on December 1, next, it was announced, 
following the recent organization of the bureau. 
This bureau is to work in co-operation with 
the Texas branch of the National Casualty and 
Surety Underwriters. 

Although the forty-four casualty companies 
operating in Texas and writing workmen’s com- 
pensation business are members of this bureau, 
its management will be under a governing board, 
of which J. C. Bradley of Dallas, Texas man- 
ager of the National Bureau of Casualty and 
Surety Underwriters, will be the general man- 
ager. The bureau will have its headquarters at 
Austin. Deputy Insurance Commissioner John 
M. Scott was made chairman of the bureau. 


MERGER OF SOUTHERN COMPANIES 


Bankers Fire of Durham, N. C., Absorbs 
Great Southern of Atlanta 


Arrangements have been completed for the 
absorption by the Bankers Fire of Durham, 
N. C., of the Great Southern Fire of Atlanta, 
Ga. Stock of the Bankers Fire will be issued 
to the stockholders of the Great Southern, and 
when the consolidation is completed, the Bank- 
ers Fire will have assets of over $300,000, with 
capital and surplus of about $275,000. It is ex- 
pected that the Bankers Fire will thereafter 
extend its operations into a number of other 
States. The company is controlled by the same 
men who control the North Carolina Mutual 
Life Insurance Company, of Durham, and ex- 
Insurance Commissioner James R. Young, who 
established the record of holding that office 
longer than any other State Insurance Commis- 
sioner, is active counsellor of the Bankers Fire. 
The officers of that company are: President, 
W. G. Pearsons; vice-presidents, C. C. Spauld- 
ing, A. M. Moore and A. J. Strong; secretary, 
W. Gomez; assistant secretary, M. A. Goins; 
treasurer, J. M. Avery. 


H. C. Tronmonger Promoted 
The appointment of H. C. Tronmonger as 
local secretary of the London and Lancashire 
Insurance Company has been announced by 
A. G. McIlwaine, manager. Mr. Tronmonger 
succeeds the late Edward E. Pearce. 


NEW KANSAS COMMIS= 
SIONER 


William R. Baker to Succeed Colonel 
Travis 








WAS CAPTAIN IN ARMY 





New Incumbent Has Been Actuary in In- 
surance Business 

Topeka, Kan., November 14.—William R. 
Baker will be the next Superintendent of In- 
surance in Kansas. He was elected to the posi- 
tion by a large plurality in the State elections 
last week, traveling along with the rest of the 
Republican ticket except in the home county of 
his opponent. 

Mr. Baker is an overseas veteran. He was 
practicing law in Rosedale and doing some in- 
surance business when the war broke out. He 
was offered a commission by Col. Frank Travis, 
appointed to undertake the organization of the 
ammunition train, the Kansas unit in the Rain- 
bow division. Mr. Baker went into the service as 
a second lieutenant and came out a captain. 

He became assistant Superintendent of Insur- 
ance when the regiment returned from France 
and continued in the office for a year, when he 
went to the Liberty Life as the actuary. Later 
he changed to the managership of the accident 
and health department of that company. He 
resigned last summer to make the race for the 
Republican nomination as Superintendent of 
Insurance and won the primary fight by a close 
margin in a field of seven candidates. 


FILE SUITS IN MISSOURI 


Fire Companies Protest Rate Reduction 
Order 

St. Louis, Mo., November 14.—Suit seeking 
to obtain a review by the Cole County Circuit 
Court, at Jefferson City, of an order issued 
October 9 by Ben C. Hyde, State Superintend- 
ent of Insurance, decreasing by Io per cent rates 
charged by the 149 fire insurance companies 
operating in Missouri, has been filed at Jefferson 
City, Saturday, according to information re- 
ceived by Mr. Hyde. The suit, it is said, will 
be filed by the A°tna Company on behalf of the 
other companies. The cut in rates would amount 
to about $2,000,000. 


Can Insure Utah Schools in Mutuals 

Sart Lake City, Utan, November 14.—At- 
torney General Harvey H. Cluff has ruled that 
the State school authorities have a right to in- 
sure school property in a mutual fire insurance 
company if they desire to do so. Mr. Cluff ob- 
served “In the States where the contrary view 
has been taken the law is much different.” He 
said the statute seemed to give the school 
authorities full discretionary powers regarding 
the protection of school property in Utah. 








Has paid losses for 
over 50 years 


J. HARRIS LENKER, President 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


Cash Capital $600,000 oe 


TR EER ORG 
A. F. O’DANIEL, Secretaryand Underwriting Manager. 


Organized 1870 


¥/ LEE CES SOT 
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NEW EDITION, 1922 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


The third edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 


1. The nature of the tax and the constitutional 
principles that limit and -control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in contemplation of death, 
life insurance, etc. 

3.: The parties and their interests, residence of the 
decedent, rélationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 

4, The property transferred and the problems aris- 
ing out of its situs and valuation. 

5. Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from these States are 
cited where applicable. 

6. General resume of the statutes and an extended 
discussion of the provisions of the Federal and 
New York acts. 


There was quite a wide sale of earlier editions of this book 
among insurance men. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the statutes of the several States and the new Federal 
Act and Regulations. 5 

MM Life Insurance and Inheritance Taxation 1% 4 

Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. ry 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field. 

The Federal statutes of 1919 taxes insurance policies aggre- 
gating more than $40,000 as part of the estate although payable 
direct to a beneficiary. Under new law life insurance policies of 
non-resident decedent are not taxed. 

The increase of inheritance taxation, both State and Federal, 
makes it advisable to create.a sinking fund through life insur- 
ance for the payment of such taxes in order to preserve intact 
the securities of an estate. 

Every estate of over $50,000 must pay a Federal tax and every 
estate must pay a tax in the State of domicile, in almost every 
State. 

Changes Since Previous Edition 

New Federal Act in effect November, 1921. 

New Federal Regulations as to Procedure, approved July, 
1922. 

New statutes, 1921 and 1922, in eleven States. 

Rates increased, 1921 and 1922, in ten States.] 

Statutes amended in other States. 

The special chapter on life insurance, page 1029 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One Volume, 1224 pages, bound in Buckram 
Price per copy, $15.00 


THE SPECTATOR COMPANY 
CHICAGO naling 8 NEW YORK 

















INTERSTATE CASUALTY C0, 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO Houston 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LoulISVILLE Sart Lake City ALBUQUERQUE 


Gaunt & Harris 
Speed Building 


1015 Boston Building 112 South Third Street 

















MAKING MONEY 


That DETROIT LIFE Agents are making money 
is evident from the fact that during the first nine 
months of 1922 Detroit Life Agents wrote $11,761,000 
of new business. 


This is an increase of 42 per cent over the same 
period last year. In September DETROIT LIFE 
Agents wrote $1,267,000 of new business in Mich- 
igan. 

There are some very fine agency opportunities 
with the Detroit Life, especially for experienced 
agents. Can also use a few part time men. Home 
office co-operation assures success. 


M. E. O’BRIEN, President. 














Organized 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


NE nd oo eawatiarer eee eae $28,308,449.13 
I oo seis du venpadaneibe 25,109,146.04 
Capital and Surplus.............. 3,199,303.09 
Insurance in Force......:........ 214,188,461 00 
Payments to Policyholders........ 1,897,435.45 
Total Payments to Policyholders since 
Orgamimation...........00sscccenes, $27,720,705.42 


JOHN G. WALKER, President 
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E. C. LUNT MADE 
PRESIDENT 





Will Head New Sun Indemnity 
Company 





LEAVES FIDELITY AND CASUALTY 
George W. Allen Will Be Secretary of 
Same Company 


Edward C. Lunt, vice-president of the Fidel- 
ity and Casualty Company, has been selected 
4s the man to head the new Sun Indemnity 
Company of New York, which is being organ- 
ied by the Sun Insurance Office, of London, 
George W. Allen, assistant secretary of the 
Fidelity and Casualty, will become secretary of 
the new company. 

Mr. Lunt is a well-known figure in the cas- 
ualty business and considered to be one of the 
best surety underwriters in the country. He 
is a lawyer by profession and a graduate of 
Harvard, where he took an M. A. degree. He 
has only recently written a book on “Surety- 
ship’ which has received wide attention. He 
tas a well-founded reputation for brilliant and 
witty speechmaking and has often been in de- 
mand on this account by various casualty and 
surety organizations. 

The Sun Indemnity Company will have a 
capital of $600,000 to start and a surplus of 
$400,000. It.is even yet in a somewhat nebulous 
condition but its officers expect it to be doing 
business by January 1. Mr. Lunt will assume 
his new duties not later than December 1. 

The following men will serve on the board 
of directors of the company: E. C. Lunt, presi- 
dent; H. O. Griggs, chairman of the board of 
the Bank of New York & Trust Company; 
Edwin G. Merrill, president of the Bank of 
New York & Trust Company; S. T. Hubbard, 
Sr, of Hubbard Bros. & Co., cotton merchants, 
who is one of the United States trustees of the 
Sun; Charles W. Dall, of Whitney & Dall; 
A. B. Pouch, president of the American Dock 
Company: A. G. Thacher, of Barry, Wain- 
wright, Thacher & Symmers, attorneys; A. M. 
Thorburn, insurance broker; Frederick White, 
London, general manager of the Sun; P. T. 
Kelsey, United States manager of the Sun; 
C. A. Henry, San Francisco, general agent of 
the Sun; J. F. Stafford, Chicago, Western 
manager of the Sun: P. P. Glover, assistant 
ad of the United States branch of the 
un, 


Insurance Men in Ohio Legislature 

Cocumpus, Onto, November 14.—The fol- 
lowing insurance men were elected to the lower 
branch of the Ohio general assembly at the 
last election: W. E. Baxter, Elida; George W. 
Rose, Glouster; L. C. Brodbeck, St. Marys; C. 
E. Knapp, Lodi; W. H. Albaugh, Troy; T. W. 
Orr, Orrville; W. T. Orton, West Unity 
Albert W. Snow, Cleveland; C. G. King, Massil- 
lon; J. E. Finefrock, Canal Fulton; Harry L. 
Gordon, Cincinnati. 

To the upper branch: Harry M. Carpenter, 
Steubensville ; Frank C, Wise, North Canton. 





Epwarp C. Lunt 


President, Sun Indemnity Company of 
New York 


MARYLAND CASUALTY MELON 
Stock Dividend of $1,500,000 Recom- 
mended 
The Maryland Casualty Company of Balti- 
more, Md., has adopted resolutions recom- 
mending to stockholders that $1,500,000 of the 
$2,000,000 now in the surplus be transferred 
to capital account, making the capital $5,000,000. 
The Baltimore Sun in its financial column 

said: 

Officials of the Maryland Casualty Company, 
while not denying that action would be taken 
to-day toward increasing the company’s capital, 
were not willing to go into any details as to 
what would be done. The company has made 
increases in its capitalization with almost uni- 
form regularity every two years for the past 
six years, and another increase is about due, as 
the last was made in 1920, when the capitaliza- 
tion was increased from $2,000,000 to $3,500,- 
ooo. At that time the new stock, whose par 
was $25, was offered to stockholders at $50, 
while the stock was selling in the market at 
above 80. Prior increases were in 1918, when 
the capitalization was raised from $1,500,000 to 
$2,000,000, and in 1916, when it was raised from 
$1,000,000 to $1,500,000. 

There have been rumors that a stock divi- 
dend would be given this time, but in well-in- 
formed quarters this is doubted, and it is re- 
garded as more likely that the new stock will 
give attractive rights to stockholders. It is 
generally believed that the new issue will be at 
least $1,500,000, as the company in its last an- 
nual report was carrying a surplus of $5,571,- 
000, which has been added to materially by the 
very successful business of this year. 


Employers Mutual of Birmingham 

The Employers Mutual Insurance Company 
has been organized at Birmingham, Ala., to 
write workmen’s compensation insurance upon 
a mutual basis. It will cover selected risks in 
all lines of industry. It is expected that the 
company will begin business about December 1, 
with about $75,000 of annual premiums on its 
books. It is stated that the company will carry 
catastrophe reinsurance and reinsurance against 
assessment of its policyholders. The officers of 
the company are: President William H. Stock- 
ham, Vice-President and General Manager Wil- 
liam H. Hoover, Secretary and Treasurer F. M. 
Thompson. 
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MARYLAND SCHOOL 





Casualty Company Starts Extensive 
Insurance Course 





ADDRESS BY F. HIGHLANDS BURNS 





School Conducted on Big Scale Is Being 
Watched by Insurance World 

Battrmore, Mp., November 15.—The opening 
exercises of the Maryland Casualty Company 
Training School, Baltimore, were held in the 
company club house auditorium on 4oth street 
and Cedar avenue, at 3 p. m. yesterday. Ad- 
dresses were delivered by President F. High- 
lands Burns, Joseph R. Wilson, manager of 
the development division of the company, under 
whose direction the school will be conducted, and 
Homer E. Cooper, superintendent of the school. 
Company officers, members of the board of 
directors and school officials occupied stage 
seats. 

The Maryland Training School opens with 
an enrollment of nearly 1600, which includes 
home office employees, agents and agency em- 
ployees of the company. The courses include 
a study of lesson papers on Surety and Cas- 
ualty Principles and Salesmanship which have 
been prepared by Joseph R. Wilson. Lectures 
will be delivered to the home office classes by 
company officers, department heads and under- 
writers. Both home office and correspondence 
classes will be conducted. 

Connected with the school is an educational 
staff of seven. Mr. Cooper, superintendent, is 
an educator of wide experience. 

The Maryland Casualty Company is the first 
corporation engaged in both the surety and cas- 
ualty business to establish a training school for 
employees and agents on such an extensive 
scale. In addition to the study of lesson papers 
covering the fundamental principles of the busi- 
ness and the development of the same, the mem- 
bers of the classes will do collateral work in 
the home office departments of the company. 
The result of this progressive movement is be- 
ing watched with much interest by the insurance 


world. 


J. A. Rathbun Missouri Deputy Commis- 
sioner 

Sr. Lovts, Mo., November 14.—Appointment 
of J. A. Rathbun of Cameron, Mo., as Deputy 
Insurance Commissioner to succeed Joseph 
Barbee, resigned, was announced by Governor 
Hyde at Jefferson City. Mr. Rathbun will 
take up the duties of the office immediately, it 
was announced. 


Wasuincton, D. C., Nov. 14.—Accidents at coal 
mines in September killed 153 men, according to reports 
from State mine inspectors to the United States Bureau 
of Mines. Nineteen employees were killed at anthra- 
cite mines in Pennsylvania and 134 were killed at 
bituminous mines throughout the country. In Septem- 
ber last year 167 men were killed, of whom forty-five 
were killed at anthracite mines and 122 at bituminous 
mines. The production of coal was 46,196,000 tons in 
September, 1922, and 43,329,000 in the corresponding 
month last year; hence, for each million tons of coal 
mined the fatality rate for September, 1922, is 3.31, as 
compared with 3.85 a year ago. 





THE SPECTATOR 


Thursday 

















NOW READY 
TWENTY-SECOND ANNUAL EDITION 


Fire Insurance Laws, 
Taxes and Fees 


A publication for the use of Fire Underwriters, containing a 


DIGEST OF STATUTORY REQUIREMENTS IN THE 
UNITED STATES AND CANADA, WITH MANY QUO= 
TATIONS FROM THE STATUTES, RELATING 
TO FIRE INSURANCE MATTERS. THIS 
WORK EMBRACES A COMPILATION OF 
THE COUNTY AND MUNICIPAL TAXES 
AND FEES REQUIRED IN THE VARI= 
OUS STATES AND TERRITORIES 


A Series of 


41 SUBJECT INDEXES 


aid materially in rendering this publication an exceedingly 
valuable one for quick reference. Thus, for illustration, under 
the heading of ‘‘Taxes”’ is given a list of the States levying taxes 
upon fire insurance companies with a column showing the per- 
centage, and another column stating the page of the book upon 
which more detailed information on this subject is presented. 
Following the General Index and the Subject Indexes, appear 
synopses of, or quotations from, the laws bearing upon the 
below-mentioned subjects in all the States and Territories, 
and in Canada and the Canadian Provinces, the matters relat- 
ing to each State being grouped together. The topics treated 


are as follows: 
STATE REQUIREMENTS 


Adjusters’ Licenses Impairment 

Agents Defined Investments Prescribed 
Agents Licenses Licensed Brokers 

Annual Statements Limit on Single Risk 
Anti=-Coinsurance Lloyds 

Anti-Compact Marine Insurance Requirements 
Anti-Discrimination Miscellaneous 

Attorney Mutual Companies 
Calendar Preliminary Documents 
Cancellation of Policy Publication 

Capital Required Rate Schedules to be Filed 
Commissions to Non-Residents Reciprocal Insurance 


Deposit Reciprocal \Law 
Domestic Companies Reinsurance 
Examinations Reinsurance Reserve 
Fees Resident Agents 


Semi-Annual Statements 
Standard Policy 
Taxes 


Fire Department Tax 

Fire Marshal 

Foreign Companies’ 
Office Statements Tax Statements 

General Penalty Valued Policy 

Calendar shows dates of chief requirements in each State. 

Data concerning Federal taxation are also given. The new 
laws and amendments enacted by Congress and the several 
States and Territorial legislatures have caused a considerable 
increase in the size of this book in the last few years. 

The general plan of ‘‘Fire Insurance Laws, Taxes and 
Fees’’ contemplates digesting the laws on the above topics in 
cases where there is no apparent ambiguity of meaning, but to 
quote in extenso portions of the statutes which are deemed to 
be susceptible to more than one interpretation. 


COUNTY TAXES AND FEES 
MUNICIPAL TAXES AND FEES 

Under the last two titles are listed the counties and towns 
known to require taxes or fees to be paid by fire insurance com- 
panies or their agents, with their respective amounts or per- 
centages, and in many instances, the dates. 

The codification of the system of county and municipal taxes 
and fees is unique, having never been, in any other publication, 
undertaken for the whole country. 


FIRE INSURANCE LAWS, TAXES AND FEES 
is a handsome book of 596 pages, substantially bound. Every 
officer, department manager, general and special agent of a fire 
insurance company should possess a copy of this work, which, 
for general purposes, is more than a substitute for a large library 
of law books, 
Sent, Express Prepaid, on Receipt of $15.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


Home 
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The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y, 








GROSS ASSETS... «...-.0000002- . -$2,800,000.00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000.00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 
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Live Men Wanted 


Y the largest life insurance in the Middle West writing both 
Industrial and Ordinary life insurance. 

Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern Life 
Insurance Company. Now in its 35th year, it is entering a 
new era of its growth and offers excellent opportunities at this 
time to insurance men, especially those of Industrial insurance 
experience. 


The Western and Southern Life Insurance (Co, 
CINCINNATI, OHIO 








ACTUARIAL STUDIES 


Study No.1. ‘‘SOURCES AND CHARACTERISTICS OF THE PRIN- 
CIPAL MORTALITY TABLES.’’ _ Price $2.00 plus cost of delivery. 
Study No. II. ‘‘CONSTRUCTION OF MORTALITY TABLES FROM 
THE RECORD OF INSURED LIVES.’’ Price $2.00 plus cost of 


delivery. 
Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.”’ Price $2.00 plus cost of delivery. 
Study No. V. CHAPTER ON “DISABILITY BENEFITS.’’ Price, 
$2.00 plus delivery charge. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Good progress has also been made on the chapters ‘Construction of 
Mortality Tables (No. II.) and ‘‘Population Statistics’? (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 

















THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street “7 Company of he — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms.of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED : 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 








A Record-Break- 
ing Year 


is in prospect 
for The Great 
American. The 
general busi- 
ness depression 
» which has 
swept the coun- 
try has not af- 
fected Great 


Tie Great Amenioanyutuall 
Company 










MANSFIELD, OHIO ‘American busi- 
Ohio’s Largest and Strongest ness. It was 
Automobile Insurance Company never better. 
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taken out of shop where it was left for re- 
pairs, by workmen, and destroyed by run- 
ning into a ditch; when question of theft 
should be left to the jury. 


The Central National Fire Insurance Com- 
pany issued to plaintiff its policy, insuring him 
for a period of one year against loss by fire 
and other risks, including “damage by theft, 
robbery or pilferage (by any person or persons 
other than those in employment, service or 
household of the insured) if amounting to more 
than $25 on any single occasion.” The plaintiff 
made a claim for loss of the car, which the 
defendant contested, and on the trial the plain- 
tif offered evidence tending to show his de- 
livery of the car to one Quigley, proprietor of 
a garage at Cedar Rapids, with directions to 
have a glass put into one of the curtains. Quig- 
ley, acting upon the plaintiff’s request, took the 
car to the upholstering department of another 
shop, conducted by one Beck, and left it inside 
the building used for that purpose, in care of 
one Gibbs, an employee of Beck, who had charge 
of the work. This was on Saturday afternoon. 
Gibbs closed and locked the shop after the car 
was delivered there. On his return to work on 
Monday morning following, the car was gone. 
He had given no one permission to take it. The 
plaintiff, the owner of the car, had not taken 
the car out or authorized anyone else to do so. 
The only other persons having any apparent 
authority in the premises were one Harper, who 
did the painting work in the shop, and his as- 
sistant, one Melsha. According to the testi- 
mony of Harper, he remained in the shop after 
Melsha had received his week’s pay and quit 
for the day, and the witness himself left a 
little before Gibbs did. The car was then still 
inthe shop. Harper neither moved the car nor 
authorized Melsha, or any other person, to do 
so. On Monday or Tuesday the car, in a badly 
wrecked condition, was found in a ditch by the 
roadside, in or near the town of Swisher. For 
the defense, Melsha testified that he was in the 
shop Saturday morning when the car was de- 

livered there, and before he left Harper told 
him (Melsha) that he might use the car over 
Sunday and bring it back Monday when he came 
to work. Melsha then testified that, acting on 
Harper's permission, he drove the car out of the 
shop, intending to return it on Monday, but 
while he was joy-riding on Sunday he had the 
accident by which the car was practically de- 
stroyed. There was some testimony corroborat- 
ing Melsha, but the plaintiff denied flatly that he 
ever authorized anyone to take the car out. On 
this state of the testimony the defendant asked 
for a direction of the verdict—dismissing the 
claim. The court below denied this, and the 











— 








wetene Court affirmed the judgment, saying 
hat the question was one of fact for a jury to 





the car. 

There is a very interesting discussion in the 
case as to what constitutes theft and larceny in 
such a case, the court, among other things, say- 
ing: “The main proposition upon which de- 
fendant seeks a reversal of the judgment below 
is that the evidence is insufficient to sustain a 
finding that the insured car was stolen. Under 
the record as reflected by the abstracts and the 
conceded facts we are satisfied that there was 
no error in refusing to direct a verdict for de- 
fendant, and that the issue of fact was for the 
jury. It should be remembered at the outset 
that the young man, Melsha, is not on trial for 
larceny in the case, and that the rule which 
obtains in a criminal case, requiring proof of 
an alleged theft beyond a reasonable doubt, has 
no application to a civil action for recovery 
upon a policy of insurance against theft. To 
justify a recovery in such action, the insurance 
being proved or admitted, the policyholder is 
not required to do more than to establish the 
truth of his allegation of loss by a preponder- 
ance of evidence, and if there be any substan- 
tial conflict in the testimony the issue of fact 
so created is for the jury. That there is here 
such a conflict of testimony is hardly open to 
doubt. That the car was taken from the re- 
pair shop without the knowledge or consent of 
the owner or of any other person having any 
real or even apparent right to authorize it is 
shown without dispute, and, if the witnesses 
3eck, Gibbs and Harper tell the truth, the car 
was taken in the night-time of Saturday from a 
locked inclosure, and its loss was not discovered 
by anyone responsible for its care until Monday 
following, when it was found wrecked several 
miles away. If this were all the showing made, 
its sufficiency to sustain the action could not be 
reasonably questioned. The plaintiff was 
charged with no burden to prove that the car 
was stolen by Melsha or by any other particular 
individual. In order for him to recover, it 
would have been enough for him to show Dy a 
preponderance of evidence that the car was de- 
posited or left in the shop tv him or by his 
agent, and that the next morning it was gone 
or had disappeared without the knowledge or 
authority or agency of anyone authorized to 
permit it. Such circumstances have 
given rise to a presumption cf theft by some- 
one, and in the absence of evidence otherwise 
explanatory of the disappearance of the car it 
would entitle the owner to recover on his in- 
surance policy against theft. In defense of such 
action it was competent, of course, for the com- 
pany to show that the loss of the car was due 
to some other cause than theft. This it at- 


would 


tempted to do by the testimony of Melsha that 
he took the car for a merely temporary use 
with the consent of the painter, Harper, in- 
tending to return it on Monday, and that such 
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Automobile and Fire Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 
Automobile Theft determine under the circumstances of the case, return was prevented only by the accident. This, 
Theft; what amounts to; automobile 5 to whether or not there had been a theft of if credited by the jury, was a good defense, not 


because Harper had any right or authority to 
permit Melsha to take the car, or because Mel- 
sha acquired any right to take or use the car, 
but because the taking, though wrongful, for a 
merely temporary purpose, wth the honest in- 
tent to return the property, would not be a 
theft, and, if not a theft, defendant was not 
liable upon its policy fcr a loss so occurring. 
But the truth of such defense is not to be taken 
for granted, and the sufficiency of its oreof re- 
majns a jury question, while the intent ci a 
person in doing any specific act may ordinarily 
be testified to by him, it is also a matter of 1n- 
ference from the nature of the act itself and the 
circumstances by which it is accompanied or 
characterized, and these may justify the jury 
in refusing to credit the truth of the examina- 
tion. In this instance Melsha claims to have 
acted with the permission of Harper, but Harper 
positively denies it. Moreover, Melsha must 
have known that Harper had no ight o¢ author- 
ity to consent to the act He did noz in fact 
return the car even in its wrecked condition, 
nor do we find anything in the recerd to show 
that he reported the wreck to plaiatiff ar te any 
person in charge of the shop from which he 
took it. Further discussion of the evidence is 
unnecessary. Th2 issue whether the taking of 
the car was with larcenous purpose of depriving 
the owner of his property is not one of law, 
but of fact. The veracity of the witnesses on 
either side was for the jury, as were also the 
weight and value of their several stories relat- 
ing to the material facts.” Weir v. Central 
Nat. Fire Ins. Co., Iowa ————; 
189 N. W. 794. 





Fire 

Payment of premium after notice; when 
time under notice begins to run. 

A clause in the by-laws of a mutual fire in- 
surance company provided that: “The secre- 
tary shall notify each member of the associa- 
ticn by written or printed notice, signed by him, 
stating the amount due the association from the 
member and the time and place to whom it shail 
be paid; such payment shall be made by the 
member within sixty days from the delivery of 
the notice, which notice may be delivered per- 
sonally or by mail addressed to each member 
at the last post office address given or shown 
by the association’s books or records.” It also 
provided that failure to pay such an assessment 
within the time specified made the insurance 
null and void. It was held that a member 
would not be in default in payment of such an 
assessment until sixty days after the time he 
actually received the notice, and, if it was 
mailed, within sixty days from the time it 
would reach him in due course of mail. Booker 
v. Farmers Mutual Fire Ass’n of W.Va., 
W. Va. +419: S.. FA 7S4: 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance.. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


ae ™ meh) ae: 
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Is it surprising that Peoria Life 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


men are 











A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It 
Price, $1.00, Postpaid 
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BSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 











THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 


Street or Bldg................. 
EM Noe winnaueewaeaebaes ears eindvawatane cuca 




















HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 
The 62nd Annual Report Shows: 


Premiums received during the year 1921............ccecece $6,990,547 
Payments to Policyholders and their beneficiaries in Death ‘ 
Claims, Endowments, Dividends, Etc.................. 4,740,340 
Amount Added to the Insurance Reserve Funds............. 2,121,307 
Net Interest Income from: Investment.................04.. 1,964,050 
($642,638 in excess of the amount required to maintain the 
reserve) § 
Actual mortality experience 53.44% of the amount expected. 
BOMIPOINCE TE INICE 55 a cin sc c0icc cccw clas steeneice esinissoncic es $223,116,887 
PREMIER AMINED acre: 0'o.0'0 6 o cicieie:caiere/sieiow ie bein estsdiens sreicis ales 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 


SUCCESS IN LIFE INSURANCE 


— to the Agent armed with perseverance and equipped with low rate, profit bearing, protective 
policies. ge ; 

_ The Great-West Life is the most successful Insurance Company in Canada simply because its effi 
cient and economical management, high interest earnings and low death rate enable it to offer sound 
and attractive policies wherewith to equip its Agents. ew . : 

We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office 
WINNIPEG CANADA 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 




















Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’”’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 


Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 
Write for information to 
Miss Frances D. Partridge 
Supreme Record Keeper 
Port Huron, Michigan 


Miss Bina M. West 
Supreme Commander 
Port Huron, Michigan 





—— 


“GRAND RAPIDS LABEL CO. 


FOR FOLDER: 
SHOWING ELABOKATE pisPLaY 








MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


THE COMPANY. 


THE TERRITORY. 


DANIEL BOONE, Jr., Secretary 


DANIEL BOONE, President 
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Income Insurance 


By A. C. CARRUTHERS 


Never has a better form of protection been 
jevised for meeting the needs of the vast 
majority of people than is furnished by income 
protection, otherwise known as health and ac- 
cident insurance. Statistics show that about 
one-half of all the poverty and its consequent 
gifering is caused by the lack of income due 
io sickness and accidents. It is to provide in- 
come which ceases or is reduced on account of 
the inability of the victim to perform his or 
her duties, because of sickness or accident, that 
income insurance was devised, and no form of 
insurance can perform a worthier purpose. It 
is an absolute necessity with everybody having 
dependents, and who themselves depend upon 
the compensation they receive for the duties 
they perform, as it relieves and protects the 
fnancial worries of the living and guarantees 
against acute distress which the hazards of our 
daily life continually threaten, and often inflict. 

Right now it is estimated that 2,000,000 
people in the United States are suffering from 
sickness, and in times of epidemics this number 
is considerably increased. Between 2,000,000 
and 3,000,000 people are injured each year in 
this country; 70,000 people met accidental 
death last year. 

The hazards of accident and disease which 
caused such an appalling result are hazards 
which we all face daily; they are a part of our 
daily life and strike us down in a merciless 
manner without regard to consequences. No 
one can prove to-day that he will not be down 
on the sick bed to-morrow; we simply have all 
got to take the same chance—the strong man, 
the weak man, the rich man and the poor man. 

Nature has provided a large number of 
deadly germs whose purpose in life is to find 
lodgement in or on the body for the purpose 
of destroying us, and despite all that we can 
do in the way of prevention, disease is seven 
times more common than accidents. 


Is Ir My Turn NExt? 


The persons who realize the fact that they 
possess no more protection against disease and 
accident than the countless thousands who are 
now disabled from their daily duties due to 
these causes, will ask themselves the question, 
“Well, if it is my turn next, and I have ne 
proof that it is not, how can I meet the situa- 
tion financially? What would happen to my 
family and myself if I am on a sick bed for 
six months or more? Who-will pay the bills?” 
And right there, in a great majority of cases, 
there is just one answer, and that is—income 
insurance. The man who is earning $50 a week 
should take $140 and provide himself for one 
year with an income of $50 a week for life in 
the event of his total disability from accident 
cr sickness. The man who is earning $100 a 


week or more, and whose family and himself 
weuld be placed in a very sad plight if the in- 
tome was less than $100 a week, should safe- 
guard that income in periods of sickness and 
accident with an income insurance policy, just 
i the same way that his efforts, time and ex- 


perience provide that income during the period 
of good health and unimpairment. 

Remembering that 50 per cent of all poverty 
in this country results from loss of income dur- 
ing sickness and accidents, the field of accident 
and health insurance can perform an in- 
estimable service, in removing this mountain of 
trouble and distress, and probably cause a 
brighter and better phase of our daily life 
which we have never known before. Life in- 
surance furnishes splendid provision for those 
we leave behind, but there is such a thing as 
a living death or even worse, and thousands 
have had to live through a period of agony 
and suffering, seeing their dependents unpro- 
vided for, and they struck down and unable 
to perform the solemn duties of providing for 
their wants, due to accident or sickness. The 
strongest man would shudder to assume such 
a responsibility, and yet he does if he has not 
so provided financially for the wants of his 
dependents, and his own, so that in the event 
of his earning capacity ceasing, his income will 
go on without interruption. 


Goop HrattH THE Best ASSET 

People figure that the income they earn is 
peculiarly their own, and so it is, with this 
most vital qualification, namely, it is theirs as 
long as they are in a condition to earn it; but 
they possess the necessary energy, knowledge 
and experience which justify the income they 
earn, and they figure that these possessions are 
their own, and therefore, by the exercising of 
these qualifications, their income is always as- 


sured. This is right, with the fatal qualifica- 
tion that they are able to perform those 


duties; and in almost every case this de- 
pends upon sound health and an unimpaired 
body. A person may have a great amount of 
knowledge, experience and energy and at the 
same time these vital assets may be rendered 
worthless from an income-producing standpoint, 
by a sudden accident or a sudden illness; and, 
moreover, they may, and in countless cases do, 
prove worthless for the rest of their lives. 

The most valuable asset a person possesses 
is not experience, knowledge or energy—it is 
good health and an unimpaired body, for all 
other qualifications fail, from an earning 
capacity standpoint, when these are lacking. 
Therefore, the necessity for providing against 
this deprivation of income is apparent, that is, 
insuring the income and guaranteeing its con- 
tinuance when we are no longer able to produce 
it from the exercising of the qualifications we 
possess. 

We have absolutely no control over the haz- 
ards of life. Our health, use of our eyesight, 
hands, feet, can be taken away from us sud- 
denly and without warning, and with it vanishes 
cur income. Therefore, those who are earn- 
ing an income and have existed and built their 
life around it, should before all else protect 
it against the dangers around us, and which 
we must confront daily, against its disappear- 
ance. 
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UPHOLDS FINE 





Mississippi Supreme Court Decision 
Announced 





FIVE COMPANIES EXCEPTED 





Decree Allows Total Judgments of $8,055,= 
075—Only About $1,000,000 Im- 
pounded in State 

Jackson, Miss., November 13, 1922.—The 
Mississippi Supreme Court, by a divided vote, 
to-day upheld Chancellor Strickler’s judgment 
against all of the fire insurnace companies which 
were members of the South Eastern Under- 
writers Association. Judgment against five com- 
panies not members was reversed. 

Attorneys for the convicted insurance com- 
panies announced this afternoon that they will 
file a suggestion of error within the next few 
days. 

If this is overruled an appeal will then be 
taken to the United States Supreme Court. 

As three members of the court opposed the 
finding of Chancellor Strickler, the issuance of 
a writ of error as basis for carrying the litiga- 
tion to the Nation’s highest tribunal is a fore- 
gone conclusion. 

The Supreme Court this morning affirmed the 
decision of Chancellor V. J. Strickler in the 
Hinds County Chancery Court imposing fines 
and penalties amounting to $8,055,075 on the 
fire insurance companies formerly operating in 
the State, charged with violating the anti-trust 
law by conspiring to control rates, 

The affirmative carries with it the full penal- 
ties imposed by the lower court. Fifty-seven 
insurance companies are involved, the heaviest 
penalty against any company being $195,875, 
and the lowest $1350. The judgment is in favor 
of State Revenue Agent Stokes V. Robertson, 
who filed the suit nearly two years ago. 

The decision of the court, although it clearly 
affirms Chancellor Strickler’s finding both on 
the evidence and the numerous legal points in- 
volved, is far from conclusive, for it comes 
from a bench evenly divided. 

There are six members of the Supreme Court, 
and it is the rule of the tribunal that when its 
members are equally divided the decision must 
affirm the lower court. 

The members could not agree on all the law 
points involved, being badly split in several im- 
portant respects, and four opinions were read 
this morning, the total being 170 pages of type- 
written matter. 

justices Cook, Ethridge and Holden are of 
the opinion that the evidence is sufficient to 
support the finding of the lower court, and that 
all of the companies, with but five exceptions, 
are guilty of having entered into a trust and 
combine as alleged in the bill of complaint. 

The companies excepted for the decree, and 
against whom the Supreme Court to-day dis- 
missed charges, are the Columbian National 
Fire Insurance Company, Continental Fire In- 
surance Company, Union Insurance Society of 
Canton, St. Paul Fire and Marine Insurance 
Company, and the Fidelity-Phenix Insurance 
Company. 
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Public Accountant 


Actuarial 





Actuarial 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





ee 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropi 
Semi-Tropical Business one aa 


Cable Address: Gertract, New York 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
Ameriean Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers f Ami 
Stuyvesant 


surance 
Fidelity-Phenix _ 
Insurance Underwriters BROKERS’ LINES SOLICITED 





of America 
Automobile Insurance 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 


ee 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 














J. L. MITCHELL 

le prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 


Orders. 4 : 
Temporary money advanced on strictly private 


All communeations held personal and confidential. 
Address J. L. MITCHELL, 604 Masoxifé Temple, Chicago, Ill. 





JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 























Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA, 




















FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 


Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. ©. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accevataats 
THE BOURSE 





PHILADELPHIA | 











Complete Rate Books Formulated 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDiS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 














MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 














FREDERIC S. WITHINGTON, F. A. I. A. 
[C{CONSULTING ACTUARY¢ 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














WOODWARD;4& FONDILLER 


Joseph H. Woodward, F. A. S. 
{Richard Fondiller, F 
Member of the New York Bar 


CONSULTING JACTUARIES 


Examinations and Audits in all Branches of Insurauce 


43 Cedar Street, New York 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service"* 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 














Examiners and Adjusters 

















= 
DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 














W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on performances—Weshow 
results, Send for booklet of references. Liability, Com- 
msation, Auto, Fire and Theft, Collision, Property 
age, Admiralty, Subrogations, Personal Accident, 

Burglary, Plate Glass. 
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FHE SPE TATOER 





Miscellaneous Insurance 








Insurance Attorney 








Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











Justices Anderson, Sykes and Smith, the lat- 
ter being chief justice, are of the opinion that 
the evidence is insufficient to support the find- 
ing of the court below, and hold that none of the 
appellant companies are guilty of entering into 
a trust or combine. They hold that the bill 
of complaint should be dismissed as to all of 
the companies. 

The three last members are also of the opinion 
that the State cannot be charged with laches—- 
delay in asserting claim. Justices Cook, 
Ethridge and Holden are of the opinion that 
the State can be charged with laches, and should 
he charged with it in this tribunal to the 
extreme, that the State revenue agent should not 
he permitted to collect penalties for the full 
period of time that the court below found the 
companies had been doing business under the 
alleged unlawful conspiracy. 

All concur, holding that the 
aggregate of the penalties imposed on the com- 
panies is not so great as to violate either the 
due process of law clauses of the State and 
Federal constitutions. It is held that “conced- 
ing for the sake of argument that the court 
helow erred in admitting and excluding the 
testimony complained of, the prejudice, if any, 
resulting therefrom to the appellant companies 
is net sufficient to require a reversal of the 
decree.” 


however, in 


In brief, the court reaches an unanimous con- 
clusion on only one point, and that is in refer- 
ence to the innocence of the five companies, 
against whom it dismisses all charges. 

“As to the five companies the decree must be 
reversed and the bill dismissed, but as to the 
other appellant companies the decree must be 
afirmed,” says the ruling opinion. 

The ruling opinion also holds the companies 
were not entitled to notice before the appoint- 
ment of the receivers, for they were not ap- 
pointed to collect debts due the agents, but 
debts due the companies, and it is held that 
these agents were merely the debtors of the 
companies, 


There is now in the hands of receivers nearly 
$1,000,000 in funds seized from agents under 
writs of garnishment issued in favor of the 
State revenue agent. 

Attorneys for the insurance companies point 
out that these impounded funds furnish every- 
thing on which the State revenue agent can 
possibly hope to collect his judgment, since all 
the companies have quit business in the State, 
no longer have agents here, and no legal proc- 
ess can reach them outside the State. 

Companies which had been operating in Mis- 
sissippi for the full period of time since the 
effective date of the anti-compact law (June 
15, 1908) were fined $195,875. The list of 
those companies follows: tna, Agricultural, 
\lliance, Atlas, American Alliance, Caledonian, 
Citizens, Fire Association, Firemans Fund, 
Great American, Hanover, Hartford, Home, 
Insurance Company of North America, London 
and Lancashire, Niagara, Northern of London, 
Norwich Union Fire, Liverpool and London and 
Globe, National Liberty, Phoenix of Hartford, 
Phoenix of London, Providence Washington, 
Queen, Royal, Scottish Union and National, 
Springfield Fire and Marine, Sun of London, 
Star, St. Paul Fire and Marine, Virginia Fire 
and Marine, Westchester, Western of Toronto 
and Palatine. 

The other companies were fined according to 
the length of time they had operated in Missis- 
sippi since the effective date of the anti-com- 
pact Jaw, as follows: American Central, $62,- 
609; American of Newark, $151,700; Conti- 
mental, $70,600; Fidelity- Phenix, $79,600: 
Mechanics and Traders, $29,575; National of 
Hartford, $29,573; Northern Assurance of Con- 
necticut (probably the Northern of New York), 
North British and Mercantile, $9175; 
New Haven, $63,950; Boston, 


$20,575 ; 
Security of 


$4875: Camden, $13,100; Commercial Union, 
$22,025: Connecticut, $52,225; Commonwealth, 
$75,700; Federal, $1350; Glens Falls, $58,500; 


Hudson, $13.100; New Zealand, $13,100; Orient, 
$180,223: Sterling, $1350; Svea, $36,575; Lon- 
don, $147,400; Union of Canton, $13,100; 
Urbaine, $13,100; Victory, $527'; Yorkshire, 
E s: Columbian National, $13,100; Penn- 
sylvania, $168,350; Old Colony, $4875. 


Life Agency Officers Meet 


(Concluded from page 11) 
mittee: T. Louis Hansen, vice-president, Guar- 
dian Life of New York, vice-chairman, and 
Albert G. Borden, inspector of agencies at 
large, Equitable Life of New York, secretary- 


treasurer. 


R. R. Wangeman, Inc., Long Island City, 
L. I... has been discontinued as Long Island 
City agents for the Hudson Insurance Com- 
pany of New York. 


—The Ontario Equitable Life and Accident Insur- 
ance Company of Waterloo has been elected to mem- 
bership in the Life Agency Officers Association. M. J. 
Smith, secretary, and Arthur J. Huenergard, actuary, 
represented the company at the meeting of the Asso- 


ciation. 
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INCREASED ACQUISITION 
COST 





Massachusetts Report Shows Decided 
Tendency to Increase 





7.18 PER CENT MORE THAN 
YEAR 


LAST 





Compensation Cost on the Up Grade, With 
Both Stock and Casualty Companies 
The Massachusetts Insurance Report, part II, 

pertaining to life, miscellaneous, assessment and 
fraternal insurance, which has just been issued 
by Commissioner C. W. Hobbs, contains an in- 
teresting table on acquisition costs for com- 
pensation insurance. The table shows a decided 
increase in 1921 over the previous year. 

The ratio for stock companies during 1921 
was 43.62 per cent, representing an increase of 
4.81 per cent. The average expense ratio for 
mutual companies was 24.80 per cent, an in- 
crease of 8.3 per cent. The average for all 
companies was 35.66 as against 28.48 for the 
preceding year. 

{he figures for Massachusetts are probably in- 
dicative of conditions throughout the country. 
Casualty executives are much concerned over 
the increased acquisition costs and are at pres- 
ent holding a conference of high officials from 
all over the country in an effort to find a way 
to relieve the situation. Their deliberations 
have been exceedingly secretive and nothing has 
as yet become public concerning their accom- 
plishments.. It is assumed, however, that no 
agreement has been reached as yet. 





Surveys 
(Concluded from page 13) 

Alfred Davenport, president; Harrie H. Whit- 
ney, vice-president; F. Eliot Cabot, secretary 
and treasurer; William H. Winkley, manager ; 
H. W. Porter, C. H. Wilson, Wallace F. 
Flanders, Stephen J. Hallahan, Arthur W. Hol- 
lis, members of the executive committee; John 
J. Cornish, Western Assurance of Canada, and 
Firemans Fund of San Francisco, members of 
advisory committee; Willard C. Hill, William 
Gordon Means and Henry T. Hugard, members 
of brokers’ committee, and Samuel B. Reed, 
handbook committee. 


NEW JERSEY ITEMS 

Building Loans.—Continued activity in 
dwelling construction relating to localities in 
Bergen county has been strongly in evidence 
during the past two or three weeks. Among 
the loaning institutions prominently identified 
with this financial movement are the Franklin 
Society for Home Building and Savings, New 
York, and the North Jersey Title Insurance 
Company, Hackensack. This latter corporation 
is about to increase its capital from $200,000 to 
$300,000. 


Mempuis, TENN., Nov. 14.—Blackburn & Robinson, 
composed of Cliff Blackburn and T. K. Robinson, is the 
name of a new general agency formed here for Mem- 
phis and the surrounding territory, representing the 
life department of the Pacific Mutual Life Insurance 
Company. The firm is located at 705 Union and 
Planters Bank building. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 








| 
National Life Insurance Company |) 
of the Southwest | 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine’ 


For attractive agency proposition write 


Ww. C. KEIM 


Agency Director ALBUQUERQUE, NEW MEXICo 


























ACACIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921............ $42,448,000.00 
Gain in Insurance in Force............... 30,124,750.00 
Insurance in Force December 31, 1921. ... 101,222,295.00 
RA Ua ahs sci p wees) i0 GS bss 96 4,613,494.57 
Increase in Assets 1,518,954.00 
Increase in Reserve...................... 1,282,156.00 
Increase in Surplus....... 225,575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 


WILLIAM MONTGOMERY 
President 


Homer Building 
Washington, D. C 








1857 1922 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 














RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION,FOR MILI- 
TARY AND NAVAL SERVICE. ‘The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 


FARMERS NATIONAL LIFE INS. CO. 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency f 
force and who is acquainted with conditions in Ohio, f 
Indiana and Illinois. | 

An attractive contract wil be given the right r.an. Ff 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
honeoF the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 











NEW and up to date policy 

contracts. REAL SERVICE 

to Policyholdersand Agents. 

NOTSO BIG to lose sight of 

individual Agents, and big 

nsurance Co an — serve its —— 
an Olicvhoiders satisfac- 

mp VA torily. SOME GOOD terri- 

torv in IOWA and SOUTH 

DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 


FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 © 
Charter Perpetual a 


Net Surplus 3,871,596 

Surplus to Policy Holders 4,871,596 : 

E. C. IRVIN, President. e 
J. W. COCHRAN, Vice-President. 

JNO. B. MORTON, 2d Vice-President. 4 

M. G. GARRIGUES, Secretary and Treasurer. 7 

R. N. KELLY, JR., Assistant Secretary. a 








 . ars LIFE INSURANCE COMPANY 


BALTIMORE, MD. 
WILLIAM O. MACGILL, Presipent. 


Agents desiring to connect themselves with a solid and progressive, yet conservat ve 


Life Insurance Company, <an address S. D. Powell, Secretary, giving references, E 


Industrial and Ordinary Life Insurance policies issued upon all attractive for 


of policies. 











KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











Attention, Insurance Men! 4 








A progressive insurance company recently licensed in Virginia, 7 
and having over 600 prominent stockholders throughout the = 
State, has some excellent openings for ambitious insurance mefl™ 
who are anxious to secure General Agents’ or District Agency | 
contracts. Good leads furnished and every assistance given to | 
develop territory and build up a permanent business. Liberal ~ 
contracts to good men. Our policy is a quick seller. : 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 7 
P. O. Box 1117, New York City, N. Y- FE 
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American National Assurance Co. 


3719 Washington Avenue 
ST. LOUIS, MO. 


are big enough to handle a General Agency and can show 
We have 


Ifyou : 
aclear record, you are the man we are looking for. 
several openings for General Agents in Missouri, Illinois, 


Kansas, Ohio, Texas and Oklahoma. Contracts direct with 


the company. 
Write: Frank W. Engel, Agency Manager. 


INTER-OCEAN CASUALTY COMPANY 


FounpDeED 1903 
CINCINNATI, OHIO 


$954,210.74 


P i Income, 192] 
Seeman thee 166,315.67 


Increase Over 1920 

Admitted Assets, December 31, 1921 
Increase Over 1920 

Capital and Surplus, December 21, 1921 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 














The Home Life Insurance Company of America 


ncorporated 1899 

PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
‘INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
dite of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Philadelphia, Pa. 





} 


Independence Square 











WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


9 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 
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GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 














THE SIGN OF GOOD CASUALTY INSURANCE 


BURGLARY 

CREDIT 

BOILER 

LANDLORDS 
ELEVATOR 

GENERAL LIABILITY 


LIABILITY 
ACCIDENT 
HEALTH 
AUTOMOBILE 
TEAMS 
COMPENSATION 


Established 


LONDON GUARANTEE & 


Head Office: CHICAGO, ILL. 


OF LONDON 
ENCLAND 


F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mass. 








Prosperity Awaits You Here! 





THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in - 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 


H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 

















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


‘wo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 
Address West Virginia, care of THe SpxcTaTorR, 
P. O. Box 1117, New York City, N. Y. 
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MR. LOCAL AGENT 


Money Saved wh 


IS 
Money Sane 


THESE THREE BOOKS MAY MEAN TO YOU HUNDREDS OF DOLLARS 
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$12.75 
AGENTS KEY FIRE PREVENTION FIRE INSURANCE INSPEC. 
TO FIRE INSURANCE and PROTECTION TION and UNDERWRITING 
R. P. Barbour A. C. Hutson Dominge and Lincoln 
A 450 page book going into local A 775 page hand-book on Fire Proof A 763 page book arranged alphabetic. 
Agency Management and Operation Construction. Manufacturing Haz- ally, according to subject, giving descrip. 
in every detail. 250 pages are devoted ards and National Building Code are tion of, manufacturing process of and 
to policy forms, privileges and clauses included in this book. A great aid in fire hazard of every conceivable article 
which are right up to date in every way. intelligent handling of manufacturing including chemicals. 
risks. 
Price $3.50, flexible binding. Price $4.25, flexible binding. Price, $5.00 flexible binding. 
SAVE MONEY, THEREBY EARNING MONEY, BY KNOWING THE GOOD RISKS FROM THE BAD 
ORDER ALL THREE TO-DAY | 
THE SPECTATOR COMPANY V 
CHICAGO NEW YORK | iN 
10 
‘i 
i 
PHILADELPHIA LIFE WANTED I: 
INSURANCE COMPANY High grade men can secure profitable contracts as E 
district agents in the following important business RE 
ae centers: = 
Home Office Building cmtonge Sond gg ne ~ woe 
t. i it ille 3 
111 NORTH BROAD STREET Topeka Salina Leavenworth Lincoln, Neb. | 
PHILADELPHIA, PA. 
We want men who can meet the following require | 
ments: 
President A.—Men of good reputation, honest, and willing } 
CLIFTON MALONEY to WORK. | 
B.—Men of SUCCESSFUL life insurance experi | 
ence. 
Only high-type men and oe can ob- C.—Men who are good PERSONAL producers. 
tain contract to represent this company. D.—Men who know how to ORGANIZE and 
MANAGE an agency. 
h e 
<_<, on nena apna To men who can meet these requirements, an unusual- 
we have an interesting contract to offer, ly attractive contract will be given and backed up by 
backed by real co-operation. prompt and efficient home office service. 
Our policies have a “Selling Propeller” which fixes 
JACKSON MALONEY the applicant’s eye on the dotted line. 
Vice-President Write us for further information. = 
A. MOSELEY HOPKINS = 
‘Scanner siedaaiahas NATIONAL LIFE ASSOCIATION #} 
DES MOINES, IOWA \ 
Y 
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